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_ ae hearty, he-man calf- 
skin... handsome to the 
eye... supple to the active 
foot... ruggedly resistant 


to wear. 





And, with the plus - value of 





color that “holds the line’’ : \ ; me 
agri tine 2 WRIGHT 
as, A, Loch. F 
SHOES 


Style 294. A seamless, ventilated oxford of 
TANDRITE No. 424 brown calf. Light- 
weight full leather lining for further comfort. 
Drexel last. Made by 
E. T. Wright & Co., Inc. 
Rockland, Mass. 


E. HUBSCHMAN & SONS. INC.. PHILA.. PA. 
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SHOES FOR CHILDREN 








314-322 NORTH 12 TH STREET @ PHILADELPHIAT. PENNA. @ LOCUST 4347 


There is no function, more laudable, in shoe retailing than the 
careful, scientific fitting of children's feet. The reputation 
Edwards’ dealers have earned is conclusive proof Edwards 


is a standard in a very important field — the foot health of 
children. 


dwards brings you TOMORROW'S size schedule TODAY. 


Ewords BABIES | INFANTS | CHILDREN | MISSES 
| 2-6 6/2 -9 WW. —13 13Y/2—4 
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J AMES LINEN, publisher of TIME, 
says: 

“The dollars which support your 
business are not all alike. There 
are timid dollars, foolhardy dollars, 
denim dollars and white collar dol- 
lars. There are “Teen-age and old- 
age dollars. But I think it can be 
shown that the most desirable dol- 
lars of all—in good times and bad 
—are the Educated Dollars, the 
dollars spent by intelligent, edu- 
cated, well informed Americans. 


‘Mn! 
a 
a \ 


“In the first place, the Educated 
Dollar looks further than the price 
tag. It looks for value; it knows 
that ‘cheap’ is not a synonym for 
‘bargain.’ The educated dollar cer- 
tainly respects the name of the mer- 
chant, and at the same time wants 


to know who made the product.” 
o * . 


F RANK LENEHAN, manager of 
the Hanover Shoe Store, Wilkes- 
Barre, Pa., says: 

“Older men seldom buy ‘comfort’ 
shoes these days, but instead are 
buying heavier types and models 
which have a strong appeal to 
younger men. This is not be- 
cause they no longer care for the 
lighter and more comfortable shoes, 
but, on the whole, reflects the in- 
fluence of women. If a man brings 
his wife into the store when he buys 
a pair of shoes, he has little chance 
of getting what he really wants. 
Usually he takes what his wife 
wants him to have. She is more 
style-conscious than he is, so nat- 
urally gives greatest consideration 
to that element. The man is inclined 


myryn 


Wile 
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to favor shoes similar to the type 
he is wearing. His wife argues for 
something different, if only for the 
sake of a change. 

“Under present conditions, this 
means that the average men’s shoe 
store has its sales concentrated on 
popular models, accentuating the 
shortage in many sizes and num- 
bers. Many stores have a reasonable 
supply of lightweight and comfort 
shoes and their sale would help to 
relieve shortages in other types. 
But, if a woman is to be consulted 
in the matter, it is better to forget 
about them. In all such cases I try 
to sell to the woman rather than to 
the man. If you can convince her, 
you can convince her husband. 

- + 7. 


CARL 0. JOHNSON (of the Krip- 
pendorf-Dittman Company), in ac- 
cepting the presidency of the West 
Coast Shoe Travelers Associates, 
said: 





“We can take pride in the start 
made, from a very modest begin- 
ning in 1944 to now, when we are 
recognized as one of the most suc- 
cessful groups of shoe travelers in 
the United States. War curtail- 
ments both helped and hindered us 
in this development. The prepon- 
derance of demand over supply, 
and the swollen wartime prosperity, 
made it possible for every salesman 
to sell his ‘quota’ and enjoy easier 
earnings; and the question of the 
cost of a membership in the W. C. 
S. T. A. did not present a burden 
to anyone... 

“We take pride in our loyal and 
enthusiastic membership as a whole 


and I feel confident that, with their 
support, the balance of 1946 will be 
a constructive and prosperous term 
in which we may all be proud of 
having had a part.” 
+ 7 * 

AILI PEKONEN, Swedish fashion 
adviser, who recently completed a 
study of American shoe styles and 
shoemaking on behalf of the shoe 
industry in Sweden, told Boot AND 
SHOE RECORDER: 





“I don’t know if you are aware 
of how much you have done and 
how much other countries look to 
you for leadership in style and 
fashion. America still represents 
the pioneer spirit. There is a feel- 
ing of enthusiasm and healthy com- 
petition at the core of your fashion 
trends. 

“Good sense is evident in your 
shoemaking. For all your high 
style, an essential practicality—the 
right thing in the right place— 
underlies American footwear de- 
sign. This good sense is indispens- 
able. Without it, everything else 
would be pointless.” 

Miss Pekonen covered the first 
year of the Russo-Finnish War as 
a correspondent and as a writer- 
artist during the past ten years, has 
handled assignments throughout 
Europe, the Near and Far East. She 
illustrates her own articles when she 
feels an idea is better conveyed by 
a sketch than by words. This was 
her first trip to the United States 
and she spent six weeks in Boston 
and New York “just looking and 
talking.” 

She explained that Swedish 
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women were accustomed to open 
type shoes for evening wear only, 
because of the climate, and ex- 
pressed surprise at finding Amer- 
ican women wearing open shoes 
during working hours. “Our shoes 
are built for comfort and hard wear 
but we lack footwear and fashion 
coordination—the principal subject 
of my study here.” 

Careful to point out that she was 
an adviser, not a stylist, Miss 
Pekonen was chosen for the assign- 
ment because of her combined writ- 
ing and illustrating talents. “Also,” 
she said, “Sweden is beginning to 
accept women in the shoe industry. 
We have women as architects, law- 
yers and engineers, but not so many 
in the realm of fashion and style 
—where one would expect them.” 








Soumnelis s dole shes ond 
, is doing a id j 
i Ge Bi te entaaens and 
direct clearer and cleaner think- 
ing on the part of his great no- 
tional audience of millions. 


— wea heves't tered in on Hen 
Taylor, do so. wt 

—tThe time is Mondays and Fridays 
at 10 P.M. Eastern Standard 


Time. 
—This isn't intended as promotion 
for Henry or G. M. 


— merely an apices of deep 





THE LEON GODCHAUX CLOTH- 
ING COMPANY in New Orleans, 
La., has added a new department— 
Godchaux’s Back-to-Civies Shop— 
staffed by veterans, working for vet- 
erans and aimed at helping the vet- 
eran to obtain his share of current 
meager clothing stocks. Located 
just inside the main entrance and 
to the front of the men’s depart- 
ment, the shop is designed for per- 
sonal service to the ex-servicemen; 
and preference to them of those 
items that are particularly scarce. 

To purchase a particular item, the 


customer has to show his discharge. 
a + - 


EDGAR E. RAND, assistant to the 
president of the International Shoe 
Company of St. Louis, addressed 
the National Leather and Shoe 
Finders Association at their 41st 
annual business meeting. For his 
talk, he did quite a bit of research 
and came up with some facts that 
are always interesting and bear 
repetition. Starting with “1626 
when the first machine was built in 
America by white men for use in 
connection with the tanning of 
hides,” he traced the. evolution of 
the craft right up to the latest 
method of California or slip-lasted 
process of shoemaking. Then he 
went on to say: 


“In the field of materials we still 
feel very strongly that no satisfac- 
tory substitute has been found to 
take the place of leather. Fabrics 











for uppers and rubber for soles 
have been used extensively and with 
satisfaction for many years, and yet 
they do not have all around suit- 
ability and acceptability. In the 
laboratory and in actual use, ma- 
terials made of plastics give promise 
of extremely interesting develop- 
ments . . . Most of the substitute 
materials have gone out of use with 
the end of rationing. Plastic soles 
still have a place and research and 
experimentation along this line is 
active. We still have much to learn 
in its application and adaptability. 
We should not discount the possi- 
bilities nor the future .. . 





“Most complaints we hear about 
repair problems come from shoe 
retailers or consumers. It occurs 
to me that your association and 
others like it, could act as a channel 
through which constructive sugges- 
tions, and accurate information 
could be passed back to the manu- 
facturer. After all, the wear of a 
shoe is the final test. Ii wear isn’t 
there because of ignorance, error 
or any other reason, the manufac- 
turer should know it as quickly as 
possible so as to avoid filling up 
pipelines with unsatisfactory mer- 
chandise.” 





“Don't say ‘Take ‘em and like ‘em!’ Jones—you're no longer in the Army!” 
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STOUTER APPEARANCE ... 


BOLDER DETAILS . 


- - ROOMIER LASTS 


MARK MEN'S FALL SHOES 


[FOUR PAGES OF PHOTOGRAPHS IMMEDIATELY FOLLOWING] 


J UST about a year ago, with the war still very much 
a reality, we made a presentation of men’s Fall shoes. 
The shoes shown reflected wartime restrictions of styling 
and in our story we pointed out that American men 
were just as hungry for real meaty leathers as they were 
for juicy steaks and thick chops. At that time most of 
the heavy leathers were going into Army shoes and 
overlay wing tips, which are absolutely necessary to 
heavy looking shoes, were a wartime casualty. 

And, yet the very week that the fine, heavy-looking 
shoes shown in this presentation of Fall styles on the 
pages following were photographed, shortages of sole 
and upper leathers were more acute than they had been 
at any time during the war. The styles we show, how- 
ever, justify a prophesy made almost a year ago that 
“Come Victory, men would want good, heavy-looking 
shoes, made from plump leathers and heavy grains, and 
that stout soles and storm welts would be strongly in 
demand.” At that time we had no indication that the 
current shortages, particularly in light weight leathers, 
would exist. Not in a good many years, even including 
those before the war, have such heavy, “real value” 
shoes been offered. It would appear that American men 
will satisfy their leather hunger at last, if they manage 
to get a pair of shoes like those shown in this line-up. 
Significant, too, is the fact that this characteristic “value- 
look” runs across the board in all prices and in all 
grades. 

There has been an argument for some time between 
merchandising and style people over the question of 
whether Fashion is not, in fact, Promotion. Now it 
seems that this argument might be projected still further 
and the questions asked, “Is not Fashion actually Eco- 
nomics?” For those leathers which are available, even 
in such limited supply, are the heavy weight grained and 
boarded calfskins and plump side leathers suitable for 
embossed grains and effects. 

Recalling that after the last war there existed a vogue 
for Scotch grains in heavier brogues, we checked with 
a tanner concerning the possibility that an analogy 
might exist between that and the present circumstances. 
We were surprised, however, to learn that supplies of 
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finished leather and raw stocks alike were diverse and 
plentiful after the last war, due to the fact that large 
inventories of both had been built up during the period 
of hostilities. Thus, it would seem that the 1921-22 
vogue for bold effects, stout meaty leathers and grains 
was not an artificially cultivated demand, but rather a 
natural growth. And, while history seems to be repeat- 
ing itself, it is merely coincidence that this Fall you'll 

[TURN TO PACE 88, PLEASE] 





This Fall Men's Shoes May Be 
Still Hard-to-Get, but They Will Be the 
Ruggedest-Looking Shoes You've Sold 
in Years. Lasts Fuller, Detailing Bolder, 
Colors Darker and Richer, Leathers 
Heavier, Grained, Boarded or Oil- 
Treated—1921 History Repeats Itself. 
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Left: Still the classic example of the Nor. 
wegian Moccasin-Front Shoe is this five- or 
six-eyelet blucher. The wood must be right 
to carry such a long forepart; it is here, 
and it combines with excellent shoemaking, 
particularly in its hand butting, to make. 
this outstanding shoe, STACY-ADAMS CO. 


Left: Heavier-looking because of the plump. 
ness of the leathers from which they're 
made. Heavier-looking too, because of their 
bold stitching throughout. On the three 
eyelet blucher the wide stitch has been 
picked up from its welt and repeated as a 
counter seam and heel overlay detail. The 
unusual in-and-out stitch on the six eyelet 
blucher is purely decorative, but gives the 
moccasin forepart a really unusual relief. 


Both are JARMAN SHOES from GENERAL. 


Below: The moccasin-front leisure shoe is 
bolder in detail, too. CURTIS SHOE CO, 
makes this one from a rugged grained 
leather, harness stitched and adds to it 
heavy grooved sole. Below it, E. T. 
WRIGHT & CO. uses a light Heather Grain 
in a darker, richer color to make an attrac- 
tive plug oxford with boarding on lacestay. 


Left: BATES SHOE COMPANY use 
several rows of heavy stitching on 4 
lightly boarded leather to make an ut 
usual moccasin-front pattern. GEO. B. 
KEITH CO. uses a shrunken grain and 
streamline stitching to excellent advaw 
tage. The stitching follows the contow 
of the Dutch-boy last. A cross-cut storm 
welt adds a final tauch of weight to this 
WALK-OVER SHOE. 











: These two COOLEES, by 
SALS, INC. take on a time- 
y mugged look for Fall. Grains 
this time in a strap 

inonk with a moccasin forepart. 
Mligator grain on calf_ and 
igmooth calf combine in an in- 
esting gored strap pattern. 





by JOHN REILLY 


Left: Smooth leathers are lighter in 
color, but plumper and softer than 
we've seen for some time. The 
FLORSH§IM SHOE CO. puts a per- 
forated lacestay overlay on a medal- 
lion perforated straight tip brogue, 
over a fuller, squarer last. J. P. 
SMITH SHOE CO. uses a lighter 
color on a stitching as a bootmaker 
detail on moccasin front blucher. 


asin Fronts in Unprecedented Num- 
and Variety Feature Men's Fall 
ear Samples. 


W. L. DOUGLAS SHOE CO. 
moccasin-front foreparts highly 
to play them across the pattern 
; left to right—a strap monk, cut 
smooth tan calf; a four eyelet u- 
blucher in tan reversed leather: 
@ conservative five eyelet blucher 
@ decidedly fuller and rounder toe. 
pinking, bolder stitching, butting 
@d stouter soles, features in these shoes. 


cliVilte 


; 
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Street shoes too, even in the more custom types 

a heavier look, reflecting plumper leathers. A 
left to right: Five eyelet classic custom wing tip wi 
bold spade and extension by STACY-ADAMS, | 
STONE-TARLOW SIGNATURE medallion periy 
ated, straight tip brogue, using a light colored Va 
with extreme extensions, heavy spade and dm 
cropped shank. The sole and heel are left the natui 
oak color. A straight tipped custom brogue ia; 
darker colored boarded calf over a fuller last ad 
light colored Veal brogue with conservative 
Both from the HOUSE OF HEYWOOD, the « 

shoe, from their MATRIX line. 
Brogues continue strong in bals and bluchers, all wit 
heavy details. Center photo shows, left to rig 
WALK-OVER’s version of the classic Scotch gus 
wing tip brogue; a WRIGHT ARCH PRESERVE 
blucher brogue in a rich oil-treated calf with reverul 
storm welt; and a custom brogue, brighter in cox 
and more lightly detailed than most of the ote 
Fall styles from BATES. 

Smooth leathers are heavier and take bolder deta 
For example: THE STETSON SHOE COMPANY fe 
tures for town wear the fuller toed straight tippd 
brogue, below, left; and the medallion perfordd 
wing tipped brogue along side it. Scotch grainst& 
darker tones are important. FIELD & FLINT CO* 
PANY show the heavy straight tip bal below, lelt,t 
their FOOT JOY line: while the WINTHROP DI 
SION of INTERNATIONAL uses it to adva 
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_ grains again, and right where they belong in heavy wing 
brogues and bluchers. Large pinking, perforations, 
Tis ach end boldly extended welts mark these so shoes. 
Both are ideal for all-weather wear. The model to the left 
shove is a FOOT JOY; to the right a STONE-TARLOP SIC- 
NATURE, And top right: for the rugged look which is a 
“must” this Fall, CURTIS SHOE COMPANY offers two 
medallion perforated wing tips over rounder toed lasts. Natural 
Veal with widely spaced wheeling and skip-stitched welt mark 
oe, while heavy antiquing on the same leather, with storm 
welt and conservative edge trim distinguishes the other. 


The bal and blucher brogue to the right are excellent examples 

of correct detailing for heavy grains and plump leathers. Of 

vastly different styling, both shoes are from the BOSTONIAN 
line of COMMONWEALTH SHOE & LEATHER CO. 


Below left you'll note the difference in expression the conven- 
tional wing tip brogue takes when made over a full round 
toed last in contrast with the slimmer custom types. The shoe 
to the left is from HHOLLAND-RACINE. The slimmer version 
from STONE-TARLOW. Bluchers are more effective in grains 
ad in plump Veais. In the photo, right bottom, the WEYEN- 
BERG SHOE MFG. COMPANY details a Scotch grain, straight 
tip with a deliberately bold stitch and heavy welt. And FREE- 
MAN SHOE CORP. works a plump Veal to excellent advan- 
tage with a saddle stitched quarter overlay and straight tip. 
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GABARDINE 
Selling Point 


Long Accepted as a Serviceable and Style- 
ful Shoe Material, This Fabric Today Has a 
Special Interest. For There Is a Leather 
Shortage, and Proper Designing Can Give 
Gabardine Shoes Definite Sales Appeal. 


Below: Red reptile trim on double 
platform and bow gives style appeal 


Above: Gabardine shoes are perfect to gabardine sling. Mel Preston. 


accompaniments to smartly tailored 
gabardine suits like this one in a ~~, 
neutral shade from Peck & Peck. > 







N O one will deny that an acute 
leather shortage exists today. If you 
can’t get enough suede, if you can’t 
get enough calf, if you can’t get 
enough kid, but you want pairage— 
what then? Gabardine is one of the 
best answers shoe manufacturers 
can find. 

Use of gabardine before the war 
in more conservative types of shoes 
had put it in the “mama” shoe cate- 
gory. But realize its styling poten- 
tials to the full, dress it up with high 
fashion appeal, and give it good co- 
ordination possibilities, and you can 
develop talking points that will put 
it over, even with today’s style con- 
scious customers. 

Style, then, is your selling point 
from here out in gabardine shoes. 
There are infinite ways of making 
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them attractive. Every high style 
idea in leather shoes can be had in 
gabardine shoes, and for the coming 
seasons many volume manufacturers 
are doing just that—making leather 
shoes mainly in classic patterns and 
using high-style ideas and available 
“dress-up” leathers on gabardine. 
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Reptile trimming is a natural. It’s 
high-styled, attractive, and shown 
with a matching bag, it becomes 
part of a dramatic costume. Colored 
leather stripping or piping add a 
touch of glamour to a gabardine 
shoe, and patent leather in combina- 
tion with gabardine is effective with 


a patent bag or belt. Jeweled orna- 
ments, shining gold thread running 
through a corded design—these are 
more of the inspired treatments, 
these will sell gabardine shoes, these 
may make you lighter at heart when 
a manufacturer says “not enough 
leather, how about gabardine?” 
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Right: Dramatic use of gold 
metal thread in corded design 
on platform and bow. La Valle. 


by Beth Hollinger 





Below: Popular snakeskin on 
platform and scalloped orna- 
ment highlight this gabardine 
sling pump. Johansen Bros. 














Below: Smart in leather, 
smart in gabardine with 
leather platform, high 
heel, and trim archi 

ral bow. Naturalizer. 


















Left: Simulated 
ring lizard is per- 
fect for bag coor 
dination and per- 
fect for that touch 
of glamour on gab- 
ardine. Roberts, 
Johnson & Rand. 














Above: High-riding in 
the lastest fashion and 
dressed up with patent 
platform, heel, and back 
strap. Paramount. 

















by IRVING E. GROSSMANN, 
head, manufacturing division, 
I. Miller & Sons, Inc., first 


vice-president Guild of Better 
Shoe Manufacturers. 





levine E. GROSSMANN, recently appointed director and executive head of the 
manufacturing division of |. Miller & Sons, Inc., has spent 26 years with the firm. 
Previous to his association with |. Miller, he was affiliated with a wholesale shoe estab- 
lishment in New York, leaving this connection to enter the armed forces in World 
War |. After the war he and his brother opened the N Shoe Store on 34th 
Street, New York, near the Hotel Vanderbilt, a move which afforded Mr. Grossmann 
an insight into the problems of the shoe retailer which has stood him in good stead. 
His first position with |. Miller was as assistant to George Miller, in the sales and 
advertising departments and as head of the stock department. Before his recent 
promotion he held the title of sales manager for the firm. 

Over a long period of years, Mr. Grossmann has studied customer buying habits and 
has made it a practice not only to survey consumer acceptance, fashion and whole- 
sale selling, but to spend much of his own time each year engaging in such work. He 
is first vice-president of the Guild of Better Shoe Manufacturers, and is considered 
one of the foremost thinkers in the industry on styling, merchandising and selling. 
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Top Grade Shoe Stores - - - 


Concentration on Single Lines of Shoes and Accessories, 
with Selection Confined to Branded Merchandise, Makes 
for More Efficient Merchandising — Location of Depart- 
ments with Relation to One Another an Important Factor. 


THESE days the idea of specialization is being dis- 
cussed in every part of the country. When we apply the 
principles of specialization to business, it is natural to 
expect results in the shape of better business, better 
consumer service, a greater acceptance, and finally, a 
better profit. In other words, as one of our famous 
poets once wrote, “If you want to do a thing and want 
to do it really, don’t do it by halves, but do it fully, 
freely.” 

After many years of tests and direct contact with 
retail distribution, we have developed a plan for each 
type of store in the retail field—department stores, spe- 
cialty apparel shops, and shoe stores; and in addition, 
we have worked out a new type of store combining 
dominating accessory departments in conjunction with 
shoes. This latter type of store is in answer to the trend 
toward specialization, because it specializes in the dis- 
tribution of better footwear for all occasions, namely, 
$11.95 and upwards. All accessories are of top grades, 
made by top flight manufacturers; indoor shoes and 
sports shoes in a similar category. 

This specialized operation around exclusive better 
merchandise calls for concentration on lines; that is, 
the selection of a resource for each type of commodity, 
rather than diversified buying from many resources, 
thereby avoiding miscellaneous inventories and lack of 
sufficient sizes or pieces in the best sellers of each line. 
This type of resource selection reduces buying effort and 
permits more time to sell, to coordinate, to display and 
to serve. The aim of such a store is to purchase only 
hranded merchandise so that the greatest acceptance can 
be developed by the use of the good name of the local 
store as well as the reputation of the manufacturer of 
each commodity. 


This plan of specialization and concentration as it will 
affect better shoes was inspired by a survey made sev- 
eral years ago which brought forth the fact that only 
1.4 per cent of shoes manufactured for women in this 
country were made to retail from $11.95 up. On the 
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other hand, the greatest proportion of those women who 
did purchase better shoes prior to the war were not in 
the higher income brackets. Sixty-six per cent of the 
women who purchased better shoes came from a total 
family income bracket of $5,000 a year or less—and 
46.4 per cent of these came from a total income of 
$3,000 a year or less. 21.2 per cent had family incomes 
of $5,000 to $10,000 and up. 

This survey also brought forth the fact that the ma- 
jority of women who bought better shoes were not of 
the society group or the leisure class. For example: 


Office workers comprise ................ 168 per cent 
Wisse dkictasitnabedee teahuad 6.3 per cent 
RE rr ae! 8.9 per cent 
Nurses Lede via tea Sh ndve ee chan betas 3.6 per cent 
EN, <a. 4 = w data wile bathe duaa i eniteibe 23.7 per cent 
Wives of professional men ............. 7.9 per cent 
Wives of executives ............cesee0- 75 per cent 
UND. «; cuaw ae abccasaeestoueses 5.2 per cent 
Leisure class women, active in society.... 14.6 per cent 
i "RR SEE BD eniine peer a 5.5 per cent 


Therefore, this specialized plan to sell better shoes must 


- take these factors into consideration. The first step in 


this direction was to provide departments or stores lo- 
cated where the greatest number of women buy related 
merchandise, such as apparel, or where the traffic for 
street location is of the medium or better class, not 
necessarily the greatest traffic point in the city. 

The location of departments within a department store 
or specialty shop is of greater importance than many 
merchants realize. For example: how many merchants 
realize what is the motivating influence for the purchase 
of a pair of better shoes? Is it because the last pair the 
customer bought has worn out, or because she wishes to 
have another pair of shoes to “go with” a new costume, 
or because she wishes to refresh her wardrobe, to make 
her carry-over clothes a timely ensemble? It has been 
learned, after careful analysis, that more than 70 per 
cent of the demand for new shoes is motivated by the 
need to “go with” other items of apparel. 

Therefore, it is logical to bring the better shoe depart- 

[TURN TO PAGE 93, PLEASE] 








Production Needs a Free Incentive 





J. Howard Pew Presents Plea for Termination 
of Price Controls in Statement Before House 
Banking and Currency Committee 


MUCH that I have to say will re- 
volve around the principle that 
business and industry must serve 
the public to succeed. This is best 
done through competition. To have 
competition we must preserve at all 
costs an environment in which the 
little man can continue to challenge 
the big fellow for public favor. 

I learned this at my father’s knee 
and that faith in competitive enter- 
prise has guided my life. Within 
my lifetime the company founded 
by my father grew from a very 
small enterprise to one of substan- 
tial size, although comparatively 
speaking, we are still one of the 
smaller units in the petroleum in- 
dustry. 

To me American enterprise is 
one of the miracles of modern in- 
dustrial democracy in that it en- 
franchises everyone with a cent in 
his pocket and provides him with 
a continual polling booth whereby 
he can elect, or refuse to elect, the 
suppliers of his wants. Strangling 
enterprise denies every citizen of 
this free choice. I shall attempt to 
demonstrate to your Committee 
that: 

(1) America’s present manufac- 
turing capacity, unless impaired by 
hampering restrictions, is sufhi- 
ciently large to supply the public 
demand without price increases sub- 
stantially above costs. 

(2) Price controls have retarded 
production, increased the deficit of 
needed goods and, if continued, will 
perpetuate scarcities and shortages, 
thus encouraging inflation and re- 
ducing the purchasing power of 
the consumer’s money; and, 

(3) Price controls can never be 
administered with fairness and in 
peacetime cannot be made to work 
without resort to increasingly se- 
vere, additional controls, thus 


ISCUSSION of the measure now 

pending before Congress, by 
which it is proposed to extend the 
life of OPA for another year, appears 
to have strengthened the conviction 
of many business leaders that the 
most direct and effective way of 
dealing with the threat of infiation 
would be to dispense with price con- 
trols entirely, and thereby provide a 


greater incentive for the needed in- . 


crease in production of consumer 
goods. Among those who argued con- 
vincingly in favor of this viewpoint 
at the recent hearings before the 
Banking and Currency Committee of 
the House of Representatives was J. 
Howard Pew, president of Sun Oii 
Company, who expressed not only his 
own opinions but also those of the 
directors of the American Petroleum 
Institute. The accompanying observa- 
tions by Mr. Pew are excerpts from 
his statement before the Banking and 
Currency Committee. 





eventually destroying competitive 
enterprise and individual freedom. 

First, we should clear our minds 
of several misconceptions which 
Mr. Chester Bowles and his OPA 
propagandists have created to con- 
fuse consideration of continued 
price controls. 

The first is the failure to distin- 
guish the great difference between 
price control during war and price 
control in peacetime. During the 
war our imperative objective was 
to produce the requirements of our 
Armed Forces. Nothing could be 
permitted to interfere with that end. 

Our national strategy was to 
make war work as attractive as pos- 
sible; to make all non-essential pro- 
duction unattractive. Producers of 
war goods were given material pri- 
orities. They were given fair profit 
margins. Their workers received 
sharply increased earnings. 

Conversely, producers of non- 
essential civilian goods were denied 
critical materials, forcing them in 
many instances either to shift to 
war production or shut down. They 
were subjected to frozen price lev- 


els, which frequently caused finan- 
cial losses. The salaries and wages 
of their workers lagged under gov- 
ernmental restrictions. 

All of this had the effect of more 
than doubling our production and 
shifting 60 per cent of manufactur- 
ing output to war orders. This was 
necessary and proper—otherwise 
we never could have become the ar- 
senal for democracy which won the 
war. 

When hostilities ceased, our na- 
tional requirements changed. Our 
postwar objective overnight became 
the production of consumer goods 
in sufficient volume to give our peo- 
ple those things for which they had 
fought the war—homes and a better 
standard of living for everyone. 
Removal of road blocks erected 
against civilian production became 
imperative. The needs of our peo- 
ple demanded the restoration of a 
freely functioning market, histori- 
cally the most effective stimulant 
of production in peacetime. 

Thus ended all justification for 
price control. Along with other 
wartime controls, it should have 
been thrown overboard as quickly 
as administratively possible. Had 
this been done last fall, supply and 
demand in all industries now would 
be rapidly on their way to a point 
of balance. Instead, supply and de- 
mand have become more unbal- 
anced and our people go without 
the things they want and need. 

The avowed reason we have not 
abandoned price control is a spe- 
cious argument that price increases 
cause inflation; that inflation helps 
none but hurts everyone; that OPA 
keeps down prices, and thus is the 
only barrier standing between the 
country and a devastating inflation. 

This is double talk designed to 
deceive and confuse. It is putting 
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Reading left to right: First three shoes hand-painted to the retail customer’s 
specifications, three applications with a brush being used. Note heel and platform 


treatments. Shoes by Orlando Cioni. Painting by special artist. Shoe at lower 
right painted according to factory’s specifications. From John Marino. 


by ELEANOR RUTLEDGE 


Two shoes in foreground from Andrew Geller. Painting on orna- 
ments done according to factory specifications by specialist. Seri- 
graph or silk screen process used. Colors guaranteed proof against 


all cleaning fluid. Shoe in background a Panette from Avon. 





PAINTED shoes . . . painted vamps 
and quarters, painted heels and 
ornaments. During the past year 
you have probably heard of such 
shoes, very likely seen them and, if 
you are one of a very small group 
of retailers, actually carried them 


in your store. 
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Definitely in the high style and 
upper price brackets, they have 
been sold this past year as a novelty 
item in a handful of stores. This 
past Winter they were featured in 
Miami for southern resort wear and 
this Spring a few stotes in the North 
have carried them in limited quan- 





PAIN 





EM UP, 
LADY? 


Prices have ranged frém 


Lities. 
under twenty to around forty dol- 
lars. 

In the majority of cases the shoes 
are painted before delivery to the_ 
stores. The factory sends them out 
for this operation which adds three 
o: four dollars to the cost. In one 
instance, however, the store offers 
the customer the opportunity of 
choosing her own design and colors. 
The shoes are then sent to the artist 
for execution. This custom work 
adds as much as ten dollars to the 
retail price of the shoe. The same 
carries sev- 
Both 


smooth, glossy, sueded leathers are 


store, however, also 


eral ready painted shoes. 
painted. The process of putting on 
the color also varies. The silk 


screen or serigraph process, when 


used by one manufacturer, is as- 
[TURN TO PAGE 89, PLEASE] 
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Right Fitting Comes First 


AT a recent hearing on Capitol Hill, where the short- 
comings of OPA formed a familiar topic of discussion, 
a United States senator is reported to have declared that 
he couldn’t buy a shirt in Washington, with the excep- 
tion of certain gay and colorful creations classified as 
sport shirts, and priced to fit only the pocketbooks of 
the wealthy leisure class. “And naturally, he observed, 
in concluding his indignant protest, “I couldn’t walk 
into the Senate wearing a sport shirt.” 

Every red-blooded American will be quick to sym- 
pathize with the senator’s feelings of outraged dignity 
at the mere thought of such a breach of decorum, but 
the fact of the matter is that a lot of American men who 
have been accustomed to maintaining a certain formality 
of attire will come down to business this Summer wear- 
ing sport shirts and sport clothes, and very likely sport 
shoes too, if they are fortunate enough to be able to find 
a pair. Wartime and postwar scarcities have taught 
most people to take what they can get and consider 
themselves fortunate. Consequently, the average man 
who buys a suit this season isn’t going to be too fussy 
about the style, the color or even the fit. But with shoes 
it’s quite a different story. 

You can alter a suit that’s too large to provide at 
least the semblance of a fit, and you can wear a shirt 
that’s a bit too snug without injury to anything except 
your ego. But a shoe that’s too big or too small can 
cause untold discomfort, pain and possible injury, and if 
it’s worn continuously, all three are likely to follow. That 
makes the shoe shortage more potentially serious than 
the scarcity of other apparel items. That things have 
reached the point where many people are suffering the 
discomfort and dissatisfaction that goes with a pair of 
improperly fitted shoes seems certain from complaints 
we're hearing from many sources. 

It’s a bad thing for the retail shoe business when a 
situation like this exists. Many stores are going to get 
a bad name with customers who have patronized them 
for years, and this because of conditions that are largely 
beyond their control. We say largely, because there are 
always things the ingenious retailer can do to cope with 


difficult conditions of this kind. If you have any doubts 
on that score, take a look at the sales records some 
stores are chalking up despite the complaints we hear 
everywhere about the shortage of shoes. 

You can sometimes stretch a shoe to ease its fitting at 
some point, but you can’t remodel it to make it fit in 
the manner that the clothier can alter a suit or an over- 
coat. At least not many stores or even repair shops are 
equipped to perform such a difficult job. If you are 
resolved to render a better fitting service you have to 
start farther back, when you’re buying your season’s 
stocks. That’s the time to figure out what can be done 
to minimize the hazard of sending customers out of 
your stores in shoes that will cause discomfort if not 
positive damage to their feet. 

One constructive suggestion that has been made is 
that, in buying shoes for the coming season, retailers 
who are concerned about keeping their fitting service up 
to par should make sure they use their quotas to provide 
an adequate selection of sizes and widths, even if they 
have to pass up some of the styles they would like to 
have in their stocks. Undoubtedly the average con- 
scientious and far-sighted merchant will endeavor to do 
this as far as he can, but in seasons like this, when new 
styles are appearing in profusion, the temptation is 
strong to take a flyer in a few of the new and fancy 
patterns, regardless of whether his quota will enable 
him to obtain an adequate size range. 

But even with the most careful buying, the supply 
situation being what it is, shoe stocks in most stores 
will be far from adequate for months to come. A situa- 
tion of this kind leaves the problem of fitting pretty 
much up to the retail salesman. It means that he, or she, 
must give the customer even more painstaking and 
careful attention than usual and exercise more careful 
judgment in the all-important task of fitting. That’s a 
good thing to remember as the trade prepares for Foot 
Health Week, May 18 through May 25. 

In their weary search for shoes, customers today are 
sometimes worn down to the point where they are will- 
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Tell, Show—And Illustrate! 


That's the Way to Sell Shoes to Alert, Intelli- 
gent Customers Who Constitute Today's 
Public—Make Sure to Measure That Foot! 


THIS is a new era—with a new 
crop of customers. The public has 
learned rapidly and extensively in 
the past five years. It has seen life 
in the raw and has learned to over- 
come all obstacles that beset its 
path. It is an enlightened public; 
one that has created many, many 
modern inventions that have helped 
to speed the ending of the war and 
that will mean better living for the 
future. 

When we speak of inventions, we 
think of scientists. But—and this 
is well worth pondering over in 
your treatment of the casual cus- 
tomer today—by far the greater 
number of improvements in manu- 
facturing—in getting things done— 
in creating better methods to accom- 
plish a definite purpose—have been 
made, not by scientists, but by 
average men and women! Thou- 
sands upon thousands of men, 
women and youngsters, working in 
war plants have won prizes and 
recognition for their suggestions 
for improved methods. This indi- 
cates a thinking populace and one 
that is leading, not following, in 
the march of events. When you 
greet them with the old raveled out 
phrase “May I help you?” you are 
insulting their ability and their in- 
telligence. An English girl answered 
such a question with: “Well, rather! 
I didn’t come in here for my 
health!” 

How much more friendly is the 
cheerful: “Good morning,” “Good 
afternoon” or just plain “Hello!” 
Today, in addressing our public, 
we are addressing, if not our equals, 
probably our superiors, and any as- 
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by PATRICK A. MORGAN 


inine or condescending tone or 
expression of ours simply makes 
people want to laugh in our faces. 
These people have been taught by 
the thousands how to perform in- 
tricate operations in fifteen-minute 
periods, that would previously have 
taken weeks and months of time to 
learn by old methods. They were 
taught thus rapidly because their in- 


structors used the now famous Tell, — 


Show—and IIlustrate method of 
training within industry. 

In ten hours of instruction and 
practice hundreds of instructors 
were trained to teach a newcomer 
an intricate part of a job in fifteen 
minutes, so he or she could do it 
perfectly! The time required for the 
individual to absorb this technical 
knowledge has been lowered from 
a period of weeks or months to 15 
minutes! Therefore, when you are 
selling an average individual today, 
you can “shoot the works” from the 
start because of this ability to ab- 
sorb new information rapidly. 


So—let us treat this new Public 
as it deserves to be treated—with 
facts and figures—not with fabri- 
cation and generalities. It is willing 
to accept the fact that you may not 
have available the particular shoe 
requested, but it would also like to, 
know just what is available. 

When the clerk shakes his head 
and says: “No—we ain’t got any,” 
would-be customers are likely to 
walk away in disgust. Others, more 
persistent, try with: “Well, what 
have you got?” They are willing 
to be shown and will listen courte- 
ously to an intelligent discourse on 
what your stock affords and how it 
will affect them personally. Just 
“Tell, Show—and IIlustrate,” and 
you will not want for an interested 
audience that has money to spend 
and wants to spend it! 

Take a lesson from some of the 
old shoe dogs who know how to 
give the public what it wants. Size 

[TURN TO PAGE 75, PLEASE] 

















“I came here te buy a pair of shoes, not to have my reflexes tested." 
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Velen 


THE MAGIC MATERIAL 
THAT IMPROVES ON NATURE 


Leather-like Velon is just one form of this amazing new 
Firestone material. Velon also means exquisite woven 
fabrics, soil-proof, practically wear-proof. Velon means 
tinted window screening, better-looking, longer-lasting. 
And Velon means colorful films for rainwear to keep you 
dry—for packaging to keep foods fresh. 

Spill perfume on your leather-like Velon handbag ( illus- 
trated) . . . step in a puddle wearing Velon shoes . . . get 
grease on Velon luggage . ... put puppy on a Velon chair: 
notice how soil can't cling to this non-porous material! 

A damp cloth easily wipes off all traces of dirt. No need 
for oils, preservatives, polishes. Velon stays soft and pliable 
. .. never turns brittle or “tacky”. 

From sleek patent textures to reptile grain, Velon keeps 
its beauty permanently, won't scuff, crack, peel. 

Best of all, Velon, the material of tomorrow is here today. 
Below are just a few of Velon’s many applications. You'll 
find them soon at your favorite stores. 


@TRADE MARK 


























pean 



































Lit 














eeees 














TitiT 

peweens 
Pee eewannes 
peeeeeress 
yoseeees -. 









































2. 


444444454 











eet awry 





Sotiris ames 
TETCTTEUETEEEe GPa aera ee 













































































. rere pene 
SETI SETI 








Leather-like Velon—colorful, durable, Velon screening becomes part of the in- Velon fabric—luxuriously beautiful yet 
wong Fy ng Ly Le terior and exterior color scheme—it’s tinted supremely because dirt, grease, 
— bags, furniture. From patent to to blend harmoniously. Impervious to ele- chemicals can’t cling and stain Velon's non- 
and delicate equi t. Won't b pes Velon is — - soft ments—can’t corrode, resists much more im- ype threads, Scuff-proof, snag-proof. 
brittle in cold weather or “gummy” in hot. pliable—resists dirt, grease . pact than metal without denting, bulging. For upholstery, drapes, outdoor furniture. 
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SHOES BY AIR 


Charles A. Eaton Company, of Brockton, Mass., and 
United Airlines were principals recently in first coast-to- 
coast air freight shipment of shoes. Flight took off 
from Logan International Airport, East Boston, and 
within 48 hours shoes were on sale in Kahn’s Shoe 
Department, Oakland, Calif. Photo at top left shows 
arrival in Oakland; below, Hugh Doyle, sales repre- 
sentative of Charles A. Eaton Co., carrying his line by 
sleigh in the West about 1900. 


Above, Miss Bobby Kennedy and Miss Mary Ger- 
trude Howell, both of Paducah, Ky., aboard a Chi- 
cago. & Southern Cargoliner which brought first air- 
borne shipment of shoes to Paducah from Wohl 
Shoe Company, St. Louis. Lowenthal’s Shoe Depart- 
ment, in Paducah, was the recipient. Randall Floro 


is making the fitting. 


This picture shows the three airline hostesses examin- 

ing black patent Paradise Tango pumps and shows the 

girls well pleased and interested in these shoes. Read- 

ing from left to right are Bea Bond, Bunny Bowles 
and Dolores McNally. 


, San Francisco. 
Chris Johnson, TWA Carne Handler, and 
obert Russell, TWA station air freight agent unload- 
g on is Harry C. Wolfson, general 
ie the Northern division of the 
h. Baker Shoe Stores 
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luly A Gallant SHOE 


When Conditions Permit Expansion 


Nir Walter... 




















Will Build Worthwhile Volume 


rox YOU 


IR WALTER, the gallant shoe, has won a host 
of friends the country over. Their sensible 
styling and exceptional value appeal to those 
solid citizens who form the backbone of every 
shoe business. And Sir Walter has a host of 
friends too among the great army of solid re- 
tailers for whom this middle-of-the-road line has 
built and maintained substantial volume. Their 
consistent and intelligent promotion keeps for Sir 
Walter a warm place in the affections and in the 
pocket-books of their customers. Yes, Sir Walter 
is a gallant shoe for the men who sell them, as 
well as for the men who wear them. 


IN THE belume GROOVE 


TO RETAIL M00 10 5 50 











Sir Walter 
Stock No. 2940 


ALSo maxeRs or [LION wonx suors aun cAmotican Boy. Shoes 
NATIONAL SHOE COMPANY DIVISION OF ms escrceiptia a a gn oe 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manapacluring nd Mertels 


Boston 


MATERIALS shortages and what should be done to pro- 
vide a more nearly adequate supply continue to be the 
chief topics of conversation among shoe manufacturers, 
tanners and suppliers of materials other than leather. 
Exports are blamed by some, OPA pricing policies by 
others, enlarged public demand by still a third school 
of thought. 

Wherever the fault may lie, it is apparent that the re- 
tail merchant is inclined to feel that the louder he yells, 
and the oftener, the more shoes he will get. Shopping 
for shoes by merchants long ago assumed some of the 
characteristic of nylon lines in the vicinity of retail stores 
suspected of having some. 

A typical case here in New England is that of a work 
shoe manufacturer who is convinced, from the number 
of letters, telegrams and telephone calls which he receives 
daily, that he would have to increase his production by 
at least 50 per cent in order to fill the demand. The 
only change in the trend which he notes is an increased 
demand for the better grades—those selling for between 
$5 and $6 at retail. During the war years he found that 
workers did not want to pay as much for their work 
shoes as they do now, with the war ended. From this 
curious fact he deduces that those who bought the lower 
grades were those who knew their employment was tem- 
porary and that they would be forced at the end of 
hostilities to return to jobs previously held before the 
war. The demand now, he believes, comes from men who 
have permanent jobs in peace as well as war times and 
who feel the need of a shoe which will give good ser- 
vice over a long period of time. 

In the tanning industry, largely centered north of Bos- 
ton, it is reported that leather-makers, in an attempt to 
keep their labor forces intact during the current period 
of hide and skin shortages, are turning to the processing 
of types of hides and skins not handled during normal 
times. 

The demand for men’s dress shoes continues unabated 
and the trend toward higher grades, as in the case of 
work shoes, shows no signs of tapering off. 


St. Louis 


THE ability of St. Louis shoe manufacturers and their 
customers to cooperate is being demonstrated to a marked 
degree during the current leather shortages. It was in 
fact one of the important highlights of the recent show- 
ing of fall lines here. 

The problem was how to spread the short supply of 
various leathers among retailers equitably and without 
arousing resentment. The answer was a limitation sys- 
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tem, used to great or less extent almost unanimously by 
manufacturers, which won surprisingly gracious accept- 
ance. 

First requirement was that retailers take 30 to 30 per 
cent of their quotas in gabardine or other fabric. On the 
remainder they were limited to approximately 15 to 20 
per cent respectively on black suede and crushed kid, 
black kid, patent and calfskin. Percentages varied ac- 
cording to manufacturer, of course, but such rationing 
nevertheless was sternly applied. In some lines such 
types of leather as embossed alligator wasn’t limited. On 
the buyers’ part it was a matter of acquiescing or getting 
less pairage. 

Manufacturers haven’t enjoyed being forced to tell the 
bitter truth. They acknowledged leather shortages were 
commonly known to the whole industry but weren’t at all 
certain how retailers would react when it came to show- 
down day on the order blanks. The results were more 
pleasant than they had anticipated. 

Some producers, fearing to appear arbitrary, have adopt- 
ed the technique of telling their salesmen what their own 
materials picture is and allowing them to apportion quotas. 
No two dealer situations are exactly alike and this method 
allows an inflexible formula to be avoided, at the same 
time keeping total orders within the overall leather supply. 

Worst sufferers from the limitation plan were dealers on 
small quotas who, because of that fact, were unable to get 
good size runs in each leather. They accepted readily, 
however, what was available and welcomed assurances from 
manufacturers that the ratios would be changed as the sea- 
son progressed if the leather supply warrants. 

A factor in the record attendance was that small mer- 
chants were eager to contact all possible footwear sources 
iu the hope of adding any line that would give them more 
pairage. Most of them are already carrying more shoes 
{from more sources than ever before in history. One dealer 
from the South reported he has over 100 lines of children’s 
and infants’ shoes in his stores. 

Their distress today, however, is expected to aid their 
judgment tomorrow. Most of them spent considerable time 
evaluating lines against the day when return of adequate 
production will permit concentration on those they con- 


sider most desirable. 
* 
Chicago 


A S the newly developed meat shortage becomes the No. 1 
conversation piece of every citizen, its inevitable accom- 
paniment is tte leather shortage. Official figures for March 
at the Chicago Stockyards indicate that the slaughter of 
animals was one-fourth of normal. While the total cattle 
slaughter throughout the country is listed as 30 per cent 
higher than that of 1940, tanners state that quality hides 
from the packers are more than 50 per cent fewer than 

[TURN TO PAGE 76, PLEASE] 
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Since Pearl Harbor, 101% million 
babies have been born. Each year, 
many of them in your community 
who have been buying shoes in 


2? 


your store “grow out” of your 
size range in children’s shoes. . 
unless you carry a line that takes 


the child from his first crib shoes 


Last Year’s Babies Need 
These Shoes This Year 


Here are the CREEPERS, CRAWLERS, TRAINERS, 
and WALKERS .. . research designed by Trimfoot to 
carry baby right up through his first steps. And there’s 
a story behind their construction that will help you 
. the same story Trimfoot tells to mothers 
60,000,000 times each year in its consumer advertising. 


make sales. . 
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TRIMFOOT COMPANY, TRIMFOOT TERRACE, FARMINGTON, MO. 
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right through his pre-school days. 


Trimfoot Baby Deer and Pre- 
School Shoes help you “‘grow up” 
with your market. They help you 
keep your baby shoe customers 
longer and give you a shoe to sell 
that is nationally advertised to 
mothers under one brand name. 
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BE BE BOND CEMENTS for Folding— 
“built” to run in the GPC Cementing Machine 
Model C, Each number lays an even ribbon of 
cement on the folding margins of uppers. 


#7780 — Strongest bond and longest tack 
period of any Folding cement we have yet 
developed — dries fast—— folds nicely as soon as 
film is dry. 


#7783 — Adequate bond for use under 
average shoe factory conditions—fast drying 
tim2— overnight tack—good rub off. 








A STRIDE FORWARD in the develop- 
ment of synthetic cements of the Latex type 
measured in terms of: — 


STRONGER BOND 
LONGER TACK PERIOD 
FASTER RATE OF DRY 


The performance of BE BE BOND CEMENTS 
is maintained through constant laboratory 
control. 
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DEMAND TREMENDOUS 
IN NEW YORK 


DEMAND for shoes continues to be 
so tremendous in New York that esti- 
mates of increased sales over last 
year’s Easter buying period range 
from 45 per cent to 70 per cent. 
Stocks, on the other hand, have 
slumped to an all-time low, with men 
who have been in the business for 
about forty years reporting the worst 
shortage in the history of the indus- 


The stock picture has, of course, 
changed markedly in comparison with 
last year when non-rationed shoes 
made up a large part of inventories. 
For the period just past merchants 
talked about an actual working stock 
in women’s lines of only about 20 per 
cent, covering patent leather and navy 
blue shoes which were the two great- 
est Easter demands. But, as has been 
the case for the past months, women 
bought anything that fit. Their first 
requests may have been for black 
patent or calf, or navy blue, but the 
limited amount of these types avail- 
able sent them on to suede or perhaps 
gabardine. Reptiles were extremely 
popular in all colors, with red lead- 
ing the fashion parade. 

Those stores featuring accessory co- 
ordination reported a large boom in 
bag sales for this Easter period. Here 
again, patent leather was the big de- 
mand, and plastic patents had an ex- 
ceptionally good reception by the con- 
sumer. 

Slippers, too, sold well this Easter 
period, with sales reported a little 
ahead of last year. Satin slippers, in 
all colors, were requested more often 
than heretofore,.and merchants no- 
ticed a more steady demand for slip- 
pers that keeps them selling well 
throughout the year rather than in 
spurts. 

Children’s stocks are terribly de- 
pleted here, while sales figures mount 
steadily. Smaller size rangers face 
the greatest shortage and dressy 
patent pumps, for which there is the 
greatest demand now, are extremely 
difficult to obtain. 

Men’s shoe dealers reported an in- 
crease of sales from 60 per cent to 
1000 per cent over the 1945 Easter 
period, and although some saw a 
slight improvement in shipments, in- 
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ventories are steadily decreasing in 
face of the ever growing demand. 
Rrown wing tip shoes were the most 
popular, but they were very scarce as 
were the moccasin slippers for which 
there has been a great demand. 
* *# # 
SHOE SHORTAGE SERIOUS 
IN CHICAGO 


PRoor—if such were needed—that 
the shoe shortage has reached a seri- 
ous stage is to be seen in the paucity 
of advertising in Chicago. Stores 
which formerly ran ads twice and 
three times weekly are now using the 
newspapers only once or twice a 
month. With the approach of Easter, 
children’s department were very ac- 
tive, with the small fry buying school 
shoes, dress-up patent leathers, two- 
tone saddle oxfords—whatever types 
or styles mothers could find to fit 
them. Girls in the 10 to 14 age range 
were very style conscious, wanting 
wedgies, ballerinas, ankle straps with 
platform soles. 

The only radical departure from 
the low ebb of shoe stocks was made 
by Marshall Field’s who recently in- 
troduced a new line in their Young 
Modern’s section. A ful page ad an- 
nouncing this event read: “For the 
gayest ‘dogs’ in town”—and the il. . 
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Walking pumps with medium heels 
were fectu in this ad by the Stet- 
son Shoe Shop, Chicago, Iilinols. 
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lustrated models were highlighted 
with pencil sketches of all kinds of 
dogs. The response from the public 
was terrific. 

Mandel’s have been featuring with 
considerable success patent leather in 
novelty shades such as cherry coke, 
and bronze brown. Offering as well 
handbags of matching color, the store 
has had excellent results. In the main, 
specialty shops have been emphasiz- 
ing high novelties. Since few retail- 
ers have any complete line of any one 
specific style, advertising emphasis of 
specialty shops has been on high-style 
models mainly. Joseph’s on several 
occasions recently have underscored a 
patent sling-back mounted upon a 
very high platform of cobra. O’Con- 
nor & Goldberg, too, have been stress- 
ing high-fashion styles, shoes with ex- 
cessively high heels balanced with 
platform soles of similar proportions. 

a a 


ST. LOUIS CUSTOMERS 
BECOMING SELECTIVE 


A HINT that retailers may as well 
reconcile themselves to more varied 
shoe stocks, lesser turnover and per- 
haps greater capital investment when 
footwear supplies are adequate is 
suggested in a growing trend among 
women customers in St. Louis. What 
is happening is that their mood is 
toward more discriminatory buying, 
although they cannot yet exercise that 
mood freely. An ever-increasing num- 
ber, retailers report, is requesting cer- 
tain styles in certain leathers, many 
of which have not been manufactured 
in quantity because of current short- 
ages. They cannot, of course, satisfy 
those demands because of the low in- 
ventories, and consequently will settle 
for anything that is available. But 
the fact that they first register their 
preferences, in contrast to wartime 
take-anything acquiescence, is signifi- 
cant. 

This is an obvious sign, some deal- 
ers believe, that the retail trade can- 
not hope to avoid costly variety stocks 
when the age of plenty returns. Wo- 
men’s desires will not remain chan- 
neled in the habit of limited choice 
and are ready to break out into a 
rash of variety the moment supplies 
permit. 

The effect is expected soon to be 
reflected in the manufacturing indus- 
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try by virtue of more cautious retailer 
buying next Fall. It was expressed 
to some extent during the recent show- 
ing of Fall lines here when retailers 
almost unanimously sought variety in 
their quotas and complained about 
the restrictions still in effect. Some 
manufacturers gave assurance that 
buyers could change orders for variety 
later if material supplies permitted. 
Should buying later be spread over 
more styles and patterns, the manu- 
facturer’s production plans are bound 
to be affected. It is for this reason 
that some plants are leaving produc- 
tion plans for some contemplated 
plant expansions purposely vague. 
Some dealers fear this trend toward 
discrimination will mean a consider- 
able drop in turnover and rate of 
profit, forcing them to put correspond- 
ingly more capital into any shoe oper- 
ation which can hope to compete with 
others. In brief, the indications are 
that the war has not curbed the de- 





sire for variety in footwear and that 
the retailing industry, with moderate 
exceptions, is going to be forced back 
to prewar ways of doing business. 

Current retail stocks are as low as 
ever, Easter doing little to improve 
sales over a year ago. The demand 
was greater, but could not be met. 
Consumer buying was perhaps a trifle 
less feverish than a year ago, largely 
because of the late Easter this year 
and the fact that purchasing for that 
event began two months ago. 

Whites appeared in good numbers, 
but disappeared nearly as fast as they 
arrived. White and tan spectators 
sold rapidly as did colors. The lat- 
ter are called for desperately, but are 
in extremely short supply. 

One hardship of the present style 
trend was experienced by those wo- 
men who prefer medium heels. For 
18 months retailers, in response to 
majority demand, have been stocking 
very low or very high heels, practical- 
ly eliminating heels of 14/8 to 18/8. 

* * # 


MIAMI SALES DOUBLE 
LAST YEAR'S 


E ASTER shoe business stepped up 
very materially throughout the Miami 
area, and the reports from a number 


J.P. Allen 


Peachtree Street Atlanta 
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White suede came in for its share 
of the glory in an early promotion by 
J. P. Allen, Atianta. 





of leading merchants indicate an ad- 
vance of fully 100 per cent in sales 
ever last year. The picture continues 
to emphasize glamour and glitter, with 
considerable attention given to deco- 
rated wedge sole effects. Many of the 
newer Spring shoes are featuring 
fancy bows and decorations, all of 
which bring lightness and brightness 
to the footwear. 

The past month has shown a mark- 
ed increase in interest in white. Con- 
siderable advertising has been done 
to promote white and such catch 
phrases as “Easter White,” “Gardenia 
White,” “Narcissus White” have been 
used. 

Of late there have appeared in the 
daily papers more advertisements of 
children’s shoes than for some years 
past. The Bootery in Coral Gables 
has been stressing white pumps and 
sandals for the growing girl at $5 and 
$5.50. Fairyland in Miami Beach has 
emphasized the importance of the cor- 
rect shoe for growing children. 
Schomer’s, Peter Pan and Alray are 
other shops that have been advertis- 
ing freely. 

Shoes with fancy or decorated ankle 
straps are moving quite well. The 
decorative motif on toe or platform 
sole continues in the strap. Plenty 
ot perforations are being used. Burt’s 
has been featuring whites with fancy 
straps. 

Shoes in the popular price lines 
are, as one dealer declares, “airy 
wisps.” However, a number of more 
sturdy models are appearing, particu- 
larly in travel shoes. As one merchant 
said, “Women seem to be trying to 





see how little can be put into a shoe 
now that they don’t have to conserve 
and be dependent on rationed foot- 
wear. They demand a sole, with as 
few straps as possible. And these are 
our best numbers.” 

Pumps are popular with women 
wanting more than an “airy wisp” in 
a shoe. Cowen’s has a popular num- 
ber at $13.95—a white doeskin with 
how and platform piped in multicolor- 
ed kid. This shop is also featuring 
a shoe decorated with rows of gay 
Mexican stitching to add a spicy Sum- 
mery touch. 

In Miami Beach Delman is promot- 
ing a new color combination; they 
call it “black wedded to brown.” The 
shoe, a sling pump, is of brown calf 
with platform and perky bow of black 
patent. 

In the popular price shoe shops col- 
or is going well. The Mary Jane shop 
has introduced a “pert pastel” in 
suede at $4.45 that has had a splendid 
reception. It is selling in red, yellow, 
aqua and rose. Beck has been fea- 
turing a model of transparent plastic 
with the merest skeleton of leather at 
$4.35. This number has met with 
nice acceptance. 

Burdine’s has been featuring a gray 
snakeskin sandal with matching bag. 
The shoe is priced at $12.95, while 
the bag sells for $18.50, plus tax. An- 
other good number is a_ half-inch 
double-decker platform at $19.95. 
Richards has been doing well with 
casual models at $11 to $13.25. 

For travel wear navy holds first 
place, with much black moving. 





EXPECT BIG SPECTATOR 
SEASON IN BALTIMORE 


SEVERAL Baltimore shoe men are 
planning a big spectator sports season 
in black and white and brown and 
white combinations, immediately fol- 
lowing the Easter “push.” Said Opel 
White at Hahn’s on West Lexington 
Street, “I think we will sell all the 
spectators we have. They will go over 
in brown and white and black and 
white combinations.” The shoe buyer 
at Stewart’s department store reported 
that he had bought one shipment for 
sale this coming Summer, and in one 
week’s time they were sold out. 
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ADD COLOR TO YOUR TAN SHOES 


witn SF FF TONE 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color—that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. . 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#15 Medium Brown #28 Mahogany 
#18 Dark Brown #31 Wine 
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Another harbinger of late Spring 
are black mesh shoe and bag combi- 
nation sets that were featured in L 
Miller’s window on 
Street the middle of April. Prior to 
this promotion they went “all out” on 
a group of sleek, shiny “pepper” 
green calf shoe and bag combinations. 
The footwear picked up styles in other 
colors. Correlating this new shade 
was a sizeable newspaper promotion 
to give it emphasis. 

In the meantime, business zoomed. 
Merchants everywhere had the same 
cry, “Everything is selling.” No soon- 
er do allotments come in, than out 
they go. Several stores for awhile 
were completely out of patent leather. 
Customers were glad to take other 
styles and leathers. Quotas came in 
late, and one manager who had plan- 
ned several advertisements for some 
of his footwear found his stock clean- 





ed out before the ads appeared. 

The manager of a Charles & Lexing- 
ton Street department store shoe sec- 
tion said, “We sell anything we can 
get. People don’t care any more. If 
they can’t get patent, they take blue. 
Shipments are very slow. Prospects 
for the Summer are not too good.” 

In the children’s departments, pat- 
ents were cleaned out, too. This same 
manager said that white shoes were 
selling in quantity because some 
whites came in the first of April in- 
stead of the dark shoes ordered. How- 
ever, he reported that play shoes were 
gradually picking up impetus and 
that up to the middle of April, they 
were moving more rapidly. 

One West Lexington Street store 
spokesman reported that gverything 
was selling, patents were scarce, while 
blue and red calf, and kid shoes in 
the same shales were moving well. 

Hahn’s is currently promoting 
wheat linen with tan trim for Spring 
and Summer. In the children’s sec- 
tion here, flat heeled, closed toe open 
back shoes were going well. 

* # @ 
DELIVERIES SLOW IN 


BUFFALO STORES 


BUFFALO shoe dealers, both those 
of department stores and of individual 
shoe stores or specialty shops, are all 


70 


North Charles 


concerned over the slowness of de- 
liveries of most types of shoes. Busi- 
ness is the best it has been for some 
time, with merchants faced with in- 
creasingly lower inventories. 

One large department store was 
promised white shoes for Easter and 
new black models for Memorial Day 
—a reversal of the natural order of 
such merchandise. 

Another leading department store, 
which caters to the wealthier class of 
Buffalo residents, reports that their 
shortages are mostly among the high- 
er priced shoes. This same store 
notices customers coming into the 
shoe department who have never shop- 
ped at the store before, ordinarily 
going to lower price stores. The ex- 
planation is simply that they are go- 
ing from store to store and buying 
wherever they find shoes to their lik- 
ing. 

As a result of the scarcity of higher 
priced shoes, these quality depart- 
ments and shops are selling cheaper 
shoes, which are purchased eagerly by 
the new customers and of necessity 
by men and women who normally buy 
only expensive footwear. When a 
small order of better shoes is received 
several pairs are put aside for charge 
customers of long standing, of whom 
the store has a record with regard to 
size, model, etc. Some stores will not 
allow advance orders to be placed, 
but most of the better stores give 
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Black shoes with mualticeler 
from Guatemala, as shown 
by R. H. Fyfe & Ce., Detroit. 


priority to their reliable charge cus- 


tomers. 
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DETROIT BUSINESS GOOD 
DESPITE STRIKES 


Busin ESS levels in major Detroit 
shoe stores remain at satisfactory 
levels, despite universally short stocks, 
which are the only limiting factor on 
sales. 

Offsetting business trends were ap- 
parently ripe to hit the shoe business 
hard during the past month: pro- 
tracted labor uncertainty, slowness in 
resumption of work by GM employees 
after their long strike, layoffs at the 
Ford plant and many smaller indus- 
tries, capped by a transportation 
strike that stranded thousands of De- 
troiters, especially shoppers, for a full 
week, and caused stores downtown to 
change their operating hours. How- 
ever, even this combination of adverse 
factors hurt business very little. 

Supplies of shoes have eased some- 
what, allowing a fair turnover in many 
stores where there was a grave short- 
age before, but few, if any, have any 
sizable inventories on hand. While the 
types of shoes sold may be different 





of the larger stores have been able to 
manage by shrewd merchandising and 
buying. 

Style trends are fairly significant, 
although customer choice is still some- 
what severely restricted by the short 
stocks available. 

Stores are going in for more elabo- 
rate advertising programs, with con- 
siderable emphasis on specialty items 
today. Typical was the emphasis on 
play shoes by Russek’s, ranging from 
a simple rope-soled sling pump in 
gabardine at $3.95, to a brilliantly 
colored Haitian raffia sandal at $12.95. 
The South American accent was car- 
ried further in stress on a Guatemala 
sandal by Fyfe’s. A more exotic note 
was struck by Jacobson’s, East Side 
neighborhood store, with a high heeled 
sandal in navy or black calf, at $21.25. 

One of the best sellers at Plunkett 
Brothers, downtown shop on Park Ave- 
nue, was a %4” platform with nail- 
heads, in black suede, at $21.85. This 
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Let a Great Name help you sell Canvas Footwear 
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RETAILER: It’s an orthopedically-correct rigid wedge 





_ Se ae 
RETAILER: This tennis shoe is something really “‘spe- 








cial.” Players like it because it has the added feature 
“P-F” .. . Posture Foundation. 


CUSTOMER: Oh yes, I’ve seen ads about “P-F.” Just 


built right here inside the shoe ... it keeps the bones of 
the feet in their natural, normal position. 


CUSTOMER: What does that mean to me? 





what does it do? 
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RETAILER: What’s more, this canvas shoe is made by 
B. F. Goodrich—a name you can always depend on. 


RETAILER: “P-F” guards against flat feet and tired, 
strained leg muscles, and you'll find it gives you more 
“staying power” on the court, too. 


CUSTOMER: Sounds like solid comfort! I’m for any- 
thing that’ll help my game. 


CUSTOMER: Sure fee/s comfortable! And with the name 
B. F. Goodrich on it, I know it’s bound to be good. 


Your customers know the name B. F. Goodrich and what it stands 
for in the field of rubber research. They know that on rubber and canvas 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 
and wear. It's your assurance of a satisfied customer who'll be back again 
for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 


FIRST IN RUBBER 
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Fashion Is Glorified at Boston Show 





Shoes of grey covert cloth matched 
to the covert “Flying Yorkshireman™ cos- 
fume by Vera Maxwell illustrated the 
high style possibilities of fabric shoes 
coordinated with clothes. This costume 
was shown at the Fashion Revue of Fall 
Footwear during the recent largely at- 
tended New England Shoe Market Week. 


Luxury and novelty were the features 
of this dinner costume, also shown at 
the Fashion Revue sponsored by New 
England Shoe and Leather Association. 
The mink coat was matched by ballet 
shoes with mink uppers. The brown crepe 
pajamas with flesh colored satin bodice 
were designed by Dorine Liebert. 





Participants in the New England Shoe Market Week auction for French Milk 
Fund. Left to right—Adelaide Hawley, Captain Jack Hasey, Mme. Henri Bonnet, 
wife of the French representative on the UN Security Council, Jack Sandler, a 
model, William Warner, A. Chambon, French Consul in New England. 





Production Needs 
A Free Incentive 
[CONTINUED FROM PAGE 56] 


the cart before the horse. Price in- 
creases no more cause inflation than 
wet streets cause rain. Wet streets 
are a result of rain and rising prices 
are one of the many disastrous results 
that follow in the wake of inflation. 
Inflation results when there has been 
an expansion in purchasing power that 
is not matched by a comparable expan- 
sion in the production of real consumer 
goods and services. We have an in- 
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flationary condition today as a result of 
the monetizing of the Federal debt, and 
war accumulated shortages in certain 
consumer goods, suggested by OPA 
controls. 

The best and, I believe, the only 
effective ways to halt this inflationary 
trend are to balance the Federal budget 
at the earliest possible date and to 
stimulate the production of goods. This 
last can best be done by removing OPA 
controls from business. 

All this OPA talk about industry 
promoting scarcities is bunk. The life 
blood of industry is abundant produc- 
tion and nothing would suit industry 


better than a peacetime level of pro. 
duction equal to that achieved in the 
war. ‘There is no doubt, if the hobbles 
are removed, that industry can produce 
all the goods the public needs. The ex- 
pansion of manufacturing production 
in 1940-44 is proof of that. 

Taking 1939 as representing 100, the 
Federal Reserve Board Index of Manu- 
facturing Production was 231 for 1944, 
The factors which more than doubled 
the manufacturing output were: 

A $25 billion expansion of plant and 
equipment, increasing overall capacity 
by 50 per cent over 1939. 

A 50 per cent numerical increase in 
machine tools, with an even greater 
rise in their actual operating capacity. 

Increased utilization of existing fa- 
cilities, through second and third shifts. 

A 60 per cent increase in production 
of raw materials. 

An increase in manufacturing em- 
ployment from about 10 million in 1939 
to approximately 16 million in 1944. 

Of these 16 million workers, 57 per 
cent worked on orders for the Armed 
Services, 43 per cent, or less than 7 
million, produced goods for civilian use, 
according to the War Production Board. 

This agency last year asserted: “It 
is especially remarkable that notwith- 
standing the massive shift of indus- 
trial resources to munitions production, 
the manufacturing industries managed 
to supply the civilian markets through- 
out the war with about as much finished 
goods as in 1939, though somewhat less 
than in 1941.” 

Thus less than seven million workers 
in 1944 were able to produce “about as 
much finished goods” for consumers as 
were 10 million workers in 1939. Of 
course, there were reductions in metal 
goods and other durable commodities, 
but these were offset by increased sup- 
plies of manufactured foods, textiles, 
furniture and other commodities. 

These facts are of the greatest sig- 
nificance. Not only did American manu- 
facturing industry produce everything 
needed for the prosecution of the far- 
flung global war, but it also produced 
in the same period a volume of civilian 
consumer goods at least equal to 1939, 
when manufacturing production was 
substantially as high as at any previ- 
ous time in our history. And this was 
achieved in a year when 11,000,000 of 
America’s finest youth were in the 
Armed Services! 

In view of these facts, why has man- 
ufacturing production fallen in Febru- 
ary to 140 on the Federal Reserve 
Index? Why have manufacturing 
plants dropped 5,000,000 workers since 
the peak of production? Why are the 
things people want so slow in coming? 
Why the delay in building homes? We 
have all the expanded plant capacity 
that we possessed in 1944. With few 
exceptions, like shipyards, it can all be 
converted to the production of consumer 
goods. The output of these plants can 
greatly be increased by second and 
third shifts. 

[TURN TO PAGE 75, PLEASE] 
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NATIONAL ADVERTISING 














You've been needing a line of shoes for boys an 









girls like these Junior Daytimers by Gale, makers 
good shoes for more than eighty years. Junior Da 
timers are shoes that mothers will buy becau 
they are carefully styled for growing feet, and 
cause they look so sturdy . . . shoes that mothe 
will buy again and again because they are 
sturdy. You know that’s the kind of children 
shoes to carry for steady business at good prob 


Daytimers are Nationally Advertised. 


Children’s sizes 8'/2 to 12 


Misses’ sizes 12/2 to 3 
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DAYTIMER SHOE COMPANY oe Naa North Adams, Massachusetts 
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Production Needs a Free Incentive 


. . 


We continue to have adequate raw 
materials and, in the few cases where 
supplies are tight, we are able to draw 
on world supplies denied us during the 
war. Our civilian labor force is no less 
than it was in 1944 when 43 per cent of 
those employed in manufacturing pro- 
duced as much finished goods for ci- 
vilians as in 19389. Surely this volume 
should be doubled when the 57 per cent 
who are engaged on war orders are 
shifted to consumer products. It is 
simply absurd for anyone to argue that 
with these two groups at work there 
would be a scarcity of goods for any 
considerable length of time. 

Price control and labor strikes pri- 
marily have been responsible for the 
failure to produce the consumer goods 
needed—and price control in large mea- 
sure has been responsible for the 
strikes. Had industrial management 
been free to adjust prices and wages, 
and if the Government had not inter- 
fered, increased wage demands would 
have been reconciled without the 
lengthy strikes which have been so 
costly to everyone. 

Bven though a statistical showing of 
comparatively high peacetime produc- 
tion levels can be made, we know that 
we are not obtaining the goods the 
public wants most, Thus our produc- 
tion is out of balance with the desires 
of consumers. In a freely-functioning 
market price changes quickly would 
correct such maladjustments. Price 
controls multiply the maladjustments 
until the entire production system 
breaks down... . 

We have in this country some 8,000,- 
000 articles of trade. We have 140 
metropolitan marketing areas. The 
number of equations necessary to es- 
tablish proper price relationships in 
the metropolitan marketing areas would 
be 140 times 8,000,000 or 1,120,000,000. 
We have some 50,000,000 workers whose 
wage rates might be reduced for con- 
venience to 1,000 classifications. To 
establish proper wage-price relation- 
ships the number of equations would 
be 1,000 times 1,120,000,000 or 1,120,- 
000,000,000—one trillion, one hundred 
and twenty billion equations! Comput- 
ing one equation an hour, it would re- 
quire the 50,000,000 workers in Amer- 
ica 10 years to do the job on the basis 
of a 40-hour week, with only one week 
off a year for vacation! 

Of course, it is fantastic! So the 
price fixers resort to formulas for uni- 
versal application, freezing prices to 
some previous level. But no sooner are 
such formulas proclaimed than condi- 
tions change. Business conditions 
change constantly as people’s desires 
and needs change—as producers in- 
crease or reduce their output in rela- 
tion to those desires and needs—or as 

increases or costs fluctuate. 

No matter how well-intentioned, the 


May 1, 1946 


[CONTINUED FROM PAGE 72] 


price fixers can never keep up with the 
changing economic picture. Necessarily 
large segments of industry and com- 
merce always shall be knocking at your 
door for relief from the maladjust- 
ments created in their operations, and 
when such relief is not promptly forth- 
coming production is impaired and the 
public suffers. 

American industry and business can- 
not be operated by formulas. If they 
could, it would have been figured out 
years ago and all business enterprises 
would be successful while their mana- 
gers could go on year-long vacations. 
Day-by-day judgments and decisions 
are essential to business operations. 
Enterprises are successful when they 
adjust themselves to changing condi- 
tions. They retrogress when they be- 
come static. 

Price changes in a free market are 
the regulators of American industry. 
They control the volume of production; 
they shift savings to where they are 
needed; they move workers into those 
fields of production in greatest de- 
mand. They give consumers what they 
want, 

In effect the free market price serves 
the economic system as a safety valve 
does a steam boiler. Under price con- 
trol, however, the safety valve is tied 
down and, in the pending bill, it is pro- 
posed to heap on the inflation fire some 
$2,000,000,000 in the form of subsidies. 

Such a course of action is analogous 





For Mother’s Day Promotion 





“Remember Mother; She's a Veteran 
Too.” That's the official Mother's Day 
theme for 1946, and above Is a facsimile 
reproduction of the official poster. Shoe 
stores will use it in their windows, ad- 


and promotion to saggest foot- 
weer and accesories as appropriate gift 
Htems for Mother's » to be oberved 
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to the engineer who ties down 
safety valve of his boiler while 
fuel to the roaring fire. Does 
doubt that there will be an 
sion? And the longer price control is 
continued, the greater that explosion 
will be. 

Termination of price controls inevi- 
tably will result in some price rises. 
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the board 15 to 20 per cent without an 
impact on prices. 

Since, on paper at least, our prices 
are anchored unrealistically to the con- 
ditions of 1941-42, which long ago 
changed, prices generally will go 
through a period of readjustment. For 
a short period this will be a disturbing 
factor, but, I repeat, it is inevitable 
whenever price control is terminated. 
The sooner it is done, the less disturb- 
ing it will be. 

Not all prices will rise. Some, in all 
probability, will go down. ... Whatever 
the dangers of price control termina- 
tion—and they have been grossly ex- 
aggerated—they are infinitely less than 
the dangers inherent in continuing 
price control. 

Congress will decide within the next 
few weeks either that America will 
take the road which has proven so dis- 
astrous to the rest of the world, or the 
road back to freedom and an ever 
higher standard of living. Your deci- 
sion will determine the fate of our 
country, not only for the next year but 
for many, many years to come. 





Tell, Show—And Illustrate 
[CONTINUED FROM PAGE 60) 


sticks and measuring devices must all 
have gone to war or some other hot 
place, for the only time I could get my 
youngster’s foot measured in the past 
three years was By Request! 

For Heaven’s sake, get back to nor- 
mal—MEASURE THAT FOOT, then 
show what you have for it while you 
tell its merits and illustrate what it will 
do to keep the foot normal, active and 
secure. Your employer spends thou- 
sands of dollars for window-trims and 
advertisements to invite people into the 
store. By a shake of the head or a 
trite remark, you can shoo them out of 
the store until the cost of doing busi- 
ness becomes so great that your depart- 
ment may be operating at a loss. And 
—at the same time, you are discourag- 
ing people from coming back to you. 

Believe me, an interested, courteous 
clerk is a find indeed, and people will 
be glad to come back to see that “nice 
young fellow that took pains to see that 
we were properly fitted.” Begin now, 
to build up a clientele that will make 
you more and more valuable to your 
employer, and that will assure you a 
comfortable future. 

This can be done by just plain good, 
courteous attention and ability to fit 
correctly the feet of an appreciative 


people. 
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We've been doing everythin 
g 
— to fill back orders for 
customers, and we'd like 
to do even more— but that 
pleasure can’t quite yet be 
realized. 
We dowanttoremind you, how- 
ever, that the good looks, qual- 
ity materials and fine work- 
manship that are so proudly 
combined in Bass models make 
them well worth 
anticipating, well 
worth waiting for. 
Whether it is the 
Quail Hunter, Ski 
Boots, Golf Shoes, 
casual Weejuns, or one of the 
other styles which are not 
sketched — Bass Outdoor Foot- 
wear includes a model your 
customer wants. We look 
forward eagerly to the day 
when we can supply you 
with all you need. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 64] 


they received in 1940. Cattle on feed are reported 17 
per cent lower than a year ago, a decline of 350,000 head, 
the largest decrease since the drought years. 

Since manufacturers here are interested principally in 
quality leathers, this creates a situation which is viewed 
with considerable alarm. Houses which have built their 
reputations through the years on using only fine grade 
skins are not willing to lower their standards and build 
lines of inferior footwear now. 

For the immediate present the general public’s interest 
lies in the food which a steer or a cow represents. And 
the manipulations of the black market in beef are turned 
principally toward the butcher trade. As a result it is 
believed that many hides will not follow the normal road 
to the tanner’s, since the illegal operator can make his 
greatest profit in selling meat rather than skins just now. 
Whether the hides of the black market beef will also 
show up in the black market is a matter of speculation, 
though some shoe men maintain they are sure to. With 
the government assurance that these illegal markets “will 
be looked into,” many manufacturers are not impressed. 
They feel that disciplinary action has geen extremely 
slow in most cases, and the man who needs materials of 
all kinds, from linings to findings to uppers and soles 
believes that long-drawn out trials and litigations are 
of no immediate help to him as he tries to maintain his 
production. 

With this continuing shortage some houses believe added 
impetus will be given to the more general use of plastics. 
Plastic patent has been very well received by the con- 
sumer in handbags and small accessories. Thus it is 
expected that shoes of these synthetics will loom more 
importantly in the Fall picture. The present hide situa- 
tion gives yet another sound reason for the continuance 
of simpler, plainer styles. The combination of labor dif- 
ficulties plus materials shortages makes simplicity of 
styles a basic necessity for almost every factory. 

Every shoe house has a large backlog of unfilled or- 
ders, so the drive at all times is to simplify every motion, 
every operation, to the end that the greatest possible 
number of shoes be turned out each day. When leathers 
and other materials are once again available in abundance, 
Mrs. America can look forward to great diversity in 
styling, great imagination on the part of creative design- 
ers. But until that day arrives, she must content her- 
self with the footwear such as is shown today, largely 
repeats of basic patterns which the manufacturer has 
heen using for the past four or more years. 


Shoe Club Meets 


New Yorxk—Approximately fifty members attended the 
first of a series of Shoe Club luncheon meetings at Hotel 
McAlpin last month. The featured speaker, introduced 
by George F. Knoche, was Charles A. Donelan, of the New 
York Divisional Office of the FBI. Mr. Donelan held the 
close attention of his audience with an informal talk on the 
history and wartime counter-espionage activities of the 
bureau. 

Fred Perlberg, past president of the group who was at- 
tending his last Shoe Club meeting prior to moving to the 
a coast, was given a leather brief case as a going-away 
gift. 
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Leading shoe designers all agree 
pantasote plastics have personality 















...give new sparkle to their top shoe 


styles — make them sell and sell! 


pantasote’s wynsote — new plastic 
coated fabric. Available in wide variety 


of beautiful grains and arresting colors. 


pantasote’s pantex — unsupported 
plastic film. Very durable and long wear- 
ing... yet soft and flexible for easy 


tailoring. 







THE PANTASOTE CORPORATION OF N, J. 
444 Madison Avenue @ New York 22, New York 
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Back in FULL 
PRODUCTION 
cotls 


FOOT 
APPLIANCES 








Happy Feet 


ARE 
Here Again! 





@ PRE-WAR @ NEW, IMPROVED 
MATERIALS FEATURES 

@ EXCLUSIVE @ HIGH-PROFIT 
DESIGNS ITEMS 


@ NATION-WIDE ACCEPTANCE 


During the busy war years with their man- 
power and material shortages, substitutions 
and special war assignments, Scott’s were 
quietly making plans for new and better mer- 
chandise in the postwar era. 


The day has come when we can announce 
that we are back in FULL PRODUCTION. 
Now, more than ever, Scott’s high quality 
profit line will bring dealers more sales 
advantages. 


Seling “foot health” not only insures easy, 
extra profits, but also builds for you the 
satisfied customer who will come back again 
and again. 





Write for Catalog 
Showing Scott's Com- 


“- ie 
plete “Profit” Line SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 








FOOT APPLIANCE 
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Ad Ideas for Foot Health Week 


A DISPLAY idea that offers wide possibilities for Foot 
Health Week, May 18 through 25, is suggested by the title 
“Active feet need shoes that fit.” Have someone take snap. 
shots of children at play around town. Make blow-ups for 
window use, and offer prizes to parents who discover a 
child of their own in these pictures, and who bring the 
child to the store. The National Foot Health Council, 
Rockland, Mass., issues a folder “Your Children’s Feet 
and Their Care,” which offers good advice on child foot 
care. There’s other information suited to a foot care fold- 
er in Publication 219, issued by the Children’s Bureau 
of the U. S. Department of Labor. Combined with your 
own facts, these should help you to prepare a very valu- 
able folder or booklet for general distribution. 

Here are suggestions for ad-i-torials on this very im- 
portant subject: 


More Protection—Less Correction 


Most children are born with perfect feet, yet reliable 
medical authority states that as many as one-third of 
children three years of age have some sort of foot trouble. 
These troubles often trace to improperly fitted shoes, or 
shoes that are outgrown. The right time to have your 
youngster’s feet and shoes examined is NOW! Let our 
competent fitters check up for you—no cost, no obligation. 
If professional attention is advisable, you will be frankly 
and honestly informed. If a change in shoes will start 
the feet away from any tendency to defects, you will be 
told—and you may try our shoes or not, as you wish, 
(Store Name) is actively campaigning to help reduce un- 
necessary foot troubles in children. Come in during Foot 
Health Week. 


Healthy Feet Are Happy Feet 


(Store Name) is campaigning to help prevent un- 
necessary foot troubles in children. We know that many 
foot troubles can be prevented, and other defects cor- 
rected by wearing the RIGHT shoes. To do this the shoes 
must be fitted every time new shoes are bought, and all 
shoes worn must be checked every few weeks. Doing 
this will guide feet away from tendencies to defects, and 
aid in developing right posture—and good posture is es- 
sential to good health. In proper shoes, correctly fitted, 
it becomes easy and natural for the child to walk softly. 
Carrying feet close together, toeing straight ahead, with 
the weight on the outer edge of the foot; chin in, chest 
out, becomes natural to them. 

This is Foot Health Week and we are giving free ex- 
aminations to all children brought to our store, regard- 
less of the shoes they may be wearing. There’s no obliga- 
tion, either, to buy shoes from us. Be sure to come in 
this week. 

eee 

To those of you who feel you cannot carry stocks to 
do a good fitting job, consider that one of New York’s 
successful children’s departments reports doing 80 per 
cent of its business on four patterns—a plain toe oxford, 
a shield tip oxford (self and shark), a moccasin and a 
patent one-strap. And this writer’s store experience in 
an average store, these past two years bears out the cor- 
rectness of the earlier information from the bigger store. 
To a well-sized stock of staples add competent fitting 
service by salespeople who have a sincere interest in their 
work, plus a liking for children, and you're going to en- 
joy a business that’s both pleasant and profitable. 

And don’t forget—Foot Health Week is May 18 to 25. 
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Substantial Increase in Accessory Volume 
Forecast by New Survey 


Large-scale entry of shoe retailers into 
the field of accessory selling is indi- 
cated by a survey just released by the 
Boot and Shoe Recorder. 

Analysis shows that 84.7 percent of 
the nation’s shoe retailers are now op- 
erating accessory departments, and 81 
percent of these expect to add still 
more new lines, 


Most Popular Items 


The merchants questioned, a repre- 
sentative cross-section of urban and 
rural leaders in all parts of the coun- 
try, are now handling the following 
items in established accessory de- 
partments. 


0 eee ee 55% 
a 80% 
Shoe Ornaments... ..... 56% 
Polishes and Cleaners... .. 84% 
I rr ee 83% 





Thousands of Stores 
now Ready to buy 


A conservative prospectus of returns 
to date indicates a huge extra market 
for many lines. Indicated number of 
stores planning to buy various new 
lines is as follows — 


Number New Women’s 
of Stores Lines Wanted 
3900 Gloves 
3705 Costume Jewelry 
3022 Luggage 
2795 Compacts 
2730 Mittens 
2535 Handkerchiefs 
2177 Belts 
1462 Lipsticks 
Number New Men's 
of Stores Lines Wanted 
5070 Billfolds and Wallets 
4680 Belts 
3932 Suspenders and Garters 
3445 Neckties 
3315 Gloves 
2045 Tie and Collar Clasps 
1950 Cigarette Lighters 
1787 Toilet Kits 
1072 Cuff Links 


YOUR NEWS IS IMPORTANT NEWS 


. . . to Recorder Readers. If you want to climb on the bandwagon of this expand- 
ing accessory market . . . if you have any news of products or policies to tell shoe re- 
tailers . . . tell it where they read it. Tell it in the pages of the Boot and Shoe Re- 
corder . . . where the industry’s leaders look first for information about the many 
new developments which are so rapidly changing the shoe merchandising picture. 
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Shoe Group Plans Outing 


York, Pa—L. E. Beaudin, president 
of the Central Pennsylvania Shoe and 
Leather Association, has announced ap- 
pointment of committees for the asso- 
ciation’s golf tournament, planned for 
June 21, at the York Country Club. 

General chairman for the affair is 
W. L. Altenderfer. The golf commit- 
tee includes Frank Brawley, chairman, 
assisted by A. C. Mudge, John M. 
Miller, Cecil G. McClarin, Robert F. 
Staub, and E. P. Schlotterbeck. The 
price committee includes Donald H. 
Goodyear, chairman, assisted by Rob- 
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Mfrs. of Skuf-Shine, Brushless, Hollywood 
Bootmakers Stain in all colors, ca Cream 





CLEANS 
SOFTENS 
PROTECTS 

DEODORIZES | 


@ Here's the fastest sell- 
ing white shoe polish on 
the market—sells for 25¢. 
Ideal for children's and 


grownups’ shoes. 





SANI - WHITE 
IS A 
SMASH HIT 














HOLLYWOOD POLISH CO. 


107-32 Van Wyck Bivd. 
Richmond Hill 19, N. Y. 
wine, | 


and Saddle Cream 
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ert C. Bedford, Charles H. Coulson, 
John Hungler, H. O. Toor, and George 
V. Feye. L. E. Beaudin heads the din- 
ner committee, assisted by W. L. Alten- 
derfer and V. H. Wertz. L. Gross is 
chairman of the ‘card committee with 
E. Fox. The horseshoe committee is 
headed by Roy E. Baker with E. S. 
Ward. The entertainment committee 
chairman is L. W. Keith, assisted by 
T. F. Carfagno, Joseph M. Bradley and 
Maurice Ward. 

All committees met at a dinner late 
last month to complete arrangements 
for the affair. 





NSMA to Hold 
Regional Meetings 


New YorK.—A schedule of special 
regional meetings in seven cities has 
been announced by the National Shoe 
Manufacturers Association. Begun yes- 
terday at the Parker House in Bos- 
ton, topics for discussion are similar 
for all cities. 

The agenda calls for a discussion of 
labor litigation conducted by Benjamin 
Werne, author of Labor Review; a 
discussion of current and future supply 
problems, conducted by John H. Pat- 
terson, NSMA economist; a discussion 
of the Balanced Program for Shoes, 
conducted by Harold R. Quimby of the 
association; a general review of condi- 
tions existing between government and 
industry including price control; con- 
ducted by W. W. Stephenson, executive- 
secretary of the organization; and a 
general review of conditions affecting 
the shoe industry, conducted by Law- 
rence B. Sheppard, president of NSMA. 
All meetings will conclude with an 
open forum and general discussion. 

At the conclusion of the Boston meet- 
ing the group will meet in New York, 
May 2 at 10:00 A.M., at the Commo- 


dore Hotel; Harrisburg, Pa., May 6 at 
1:00 A.M., at the Penn-Harris; Cin- 
cinnati, Ohio, 10:00 A.M., May 7, at 


the Netherlands Plaza; St. Louis, 10:00 
A.M., May 8 at the Lennox Hotel, Chi- 
cago, 10:00 A.M., May 9, at the Palmer 
House; and Milwaukee, Wis., 11:00 
A.M., May 10 at the.Schroeder Hotel. 





West Coast Travelers 
Elect Officers 


Los ANGELES, CAL.—Elected at a re- 
cent meeting of the West Coast Shoe 
Travelers’ Associates were Carl 0. 
Johnson, Krippendorf-Dittman Co., 
president; Tom F. Malley, Daniel 
Green Co. and Gilbert Shoe Co., first 
vice-president; E. T. Reedy, I. Miller 
& Sons, second vice-president; and 
H. D. Holcombe, Goodfit Shoe Co. and 
Ace Exhibits, secretary-treasurer. New 
members of the board of directors are 
retiring president Harry J. Evans, 
Lockwedge Shoe Corp. and Field & 
Flint; D. S. Chesney, Chesney Shoe 
Co.; Ruth Hamilton, Sunray Shoe Co. 
and Pacific Handbag Co.; Frank A. 
Butterworth, General Shoe Corp.; Emil 
Goldman, Lester Pincus; R. H. Peek, 
W. L. Douglas Shoe Co.; Nat Berko- 
witz, Brown Shoe Co.; Carl Winneguth, 
L. H. Salvage Shoe Co. and Salvage- 
Malloy Shoe Co.; and Harry R. Ter- 
hune, Boor AND SHOE RECORDER. Di- 
rector for the San Francisco area is 
F. M. Fishpaugh, E. T. Wright & Co., 
and for the Pacific Northwest, Ed C. 
Hanna. 

Mr. Evans, as retiring president, was 
presented with a handsome leather desk 
set. 
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YOU'VE never seen true beauty, 
nor really clean closed back fab- 
ric slippers until you've seen 
them made the Venus way. Years 
of specializing in this type of slip- 
per has really produced an unu- 
sual line. They're all hand lasted, 
have full counters, hard leather 
soles and perky Dutch-boy heels. 


No. 2240 
Rayon Embroidered Up- 
per—3” Pom Pom. Gold 
Cotton Lining. Colors: 
Lt. Blue. Sizes: Women’s 
4 to 9. Misses’ 11 to 3. 


No. 2244 : 
Rayon Embroidered Bunny Fu 
Trim Upper. Gold Cotton Lining. 
Colors: Royal Blue, Pink, Lt. Blue, 
Red. Sizes: Women’s 4 to 9. 
Misses’ 11 to 3. 


To Retail Profitably at $1.98 to $2.98 
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WITH THAT RARE 





AVAILABLE? Yes, to a limited number of 
accounts who are desirous of promoting 
only the finest and who wish to build their 
future with Venus. Delivery? Approxi- 
mately 3 months from receipt of order—in 
ample time for your earliest promotion. 












No. 2600 
Ribbed Cotton 
Fleece Upper. Gold 
Cotton Lining. Col- 
ors: Royal Blve, 
Pink, Red, Lt. Blue. 
Sizes: Women's 4 
to 9. Misses’ 11 
to 3. 







No. 2606 
>Bunny Fur Trim 
D’Orsay. Ribbed Cot- 
ton Fleece Upper. Gold 
Cotton Lining. Colors: 
Royal Blue, Pink, Lt. 
wa Blue, Red. Sizes: 
Women's 4 to 9. 
Misses’ 11 to 3. 








Wholesalers to Move 


Operations Out of N. Y. 


New York—Because operating costs 
in the New York area have risen out 
of proportion to other eastern cities, 


He is heading a five man 

that will visit Baltimore, 
Boston and New Haven, 
during the next few weeks to 


sctalyh went gt este = 
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search for a site. “Whether we erect 
a new building or rent one readily 
convertible to warehousing operations 
depends on what we find,” Mr. Thal- 
heim said. “The various Chambers of 
Commerce on our itinerary are giving 
us full cooperation.” The group is 
prepared to take along as much of its 
personnel as are willing to change. 
The committee, appointed at the 
organization’s meeting at Hotel New 
Yorker, last month, includes Mr. Thal- 
heim; Murray Saks, of M. J. Saks Shoe 
Co.; Simon Weiner, of the Simon Wein- 
er Shoe Co.; Sam Schneider, of the 
Crescent Shoe Co.; and Joseph Gold- 
stein, of the Goodwear Shoe Co. 


Firm Celebrates 
Its 75th Year 


WELLINGTON, KANs. — The Smith 
Stores, established throughout Kansas, 
are celebrating their seventy-fifth an- 
niversary. The company was founded 
in 1871 when Joseph C. Smith, travel- 
ing by stage coach on the storied Chis- 
holm trail, unloaded his baggage to 
join a handful of pioneers in the build- 
ing of this city. His first store was a 
boot and shoe shop eight by thirty-two 
feet in dimension. As the population 
grew Mr. Smith added clothes and 
furnishings to his shoe stock and pro- 
gressed from small buildings to larger 
ones. In 1884 he erected his own build- 
ing and opened two out-of-town branch 
stores. At the same time he invested 
in Kansas land, buying 10,000 acres in 
the Western part of the state which 
today represent one of the finest ranch- 
es in the country. He also purchased 
city lots on which he erected mercan- 
tile buildings, thirteen in Ashland, 
Kans. 

In 1906 Mr. Smith retired and the 
business came under the management 
of his sons, Edwin A. and Joseph C., 
Jr. They remodeled existing stores, 
epened three new branches and together 
saw the firm through its first fifty 
years. In 1910 a Smith shoe store fea- 
turing medium and high grade family 
footwear was added and has since con- 
tributed in large measure to the firm’s 
success. 

Part and parcel of the history of 
Kansas, Smith Stores and the city of 
Wellington together marked their Dia- 
mond Anniversary during celebrations 
held recently. 


N.Y. Retailers Appoint 
Nominating Committee 


RocHester, N. Y. — Harry Ehren- 
preis, president of the New York State 
Shoe Retailers’ Association, has ap- 
pointed a nominating committee to sub- 
mit a slate of officers to be voted on at 
the annual June meeting. Members 
are William Pidgeon, Rochester, chair- 
man; and Ernest N. Park, Syracuse; 
Harold A. Read, Binghamton; Jesse L. 
Patton, Schenectady; and Harry H. 
Phelan, Rochester. 


Named Slater Vice-President 


New York—Carl Callenberger, man- 
ager of the J. & J. Slater shoe salon, 
in Washington, D. C., has been elected 
vice-president of the company, accord- 
ing to an announcement by John Slater, 
president of J. & J. Slater. 

Mr. Callenberger has been with the 
Slater organization for many years and 
is one of the most popular men in the 
shoe industry. 
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.. « No doubt about it— these “Buys” are 


Pacesetters! 


THAT goes for Materials, Construction, 


Fit and Looks! What is more, everything 
is IN STOCK — IMMEDIATE DELIVERY 












Style 3240 


Regulation Army Shoe 


—Munsing-Marching last, selected 
antique brown elk leather uppers, 
full leather gusset, grain leather 
insoles, drill lined, oak bend soles, 
rubber heels and Seotvens Welt 
construction. Sizes 6-12 E Width. 


Style 3241 





Garrison Boot — sar $ 4' 10 


rab oude oak 
aoe a a — se 
4 Goodyear Welt construction. Sizes 


ra 2 Ez Width. 
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DELAY Work Shoe—New 
ORDER — toe => boots an 




















THE ARNOFF.SHOE CO. Inc. - 101 Duane Street 


May 1, 1946 
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1932 


MEET THE NEW 
“PRINCESS BALLET” 





The Industry's Outstanding 
Value... Made in St. Louis 


Case Lots Only 


Most beautiful 
of ballet shoes 
. .. in topgrade gabardine 

in black or lipstick red. Also white butcher 
linen. Outside wedge heels, 

leather soles, faille linings and socks. 
Immediate delivery. Order now. 

Sizes 3 to 8. 


M. K. WEIL SHOE CO. 


1215 Washington Ave. St. Louis 3, Mo. 
- While in Town . . . See Weil 











The Taxes That a Co-op Pays! 


Jn the attempt to defend their position as non-payers of 
Federal income taxes, cooperatives frequently cry, “We pay 
all the taxes that the law requires.” 

Thus Consumers Cooperative Association, of North Kan. 
sas City, Missouri, recently declared that it had paid $2, 
481,206.83 in taxes last year. 


BUT— 


A study of its annual statement shows that the biggest 
single item was $1,893,081.31—gas tax collected from cus- 
tomers and merely passed through the books to the Federal 
and state treasuries. 

Of the boasted $2,481,000, a total of $2,182,019.69 was 
not a tax on the corporation at all. 

Only $299,000—and that including $124,708 for social 
security—was paid by the cooperative and its affiliates. 

Not one penny was paid to the U. S. Treasury in Federal 
income taxes on net income of $1,766,507.71. Tax-paying 
businesses would have paid about $1,161,000 Federal in- 
come tax on a similar income. No wonder Federal income 
taxes are high. 

—Homer E. Marsu, 
Research Director, NTEA 


Colombia a Market for U. S. Leather 


Wasuincton, D. C.—Colombia should continue as a fair 
outlet for United States leathers despite increased and im- 
proved domestic production, according to a report prepared 
in the Leather Unit, Department of Commerce. 

The growth of domestic leather production in Colombia 
since 1939 has been chiefly in response to expanding de- 
mand and wartime reduction in imports. The. increase in 
number of plants producing leather has been negligible 
chiefly because of difficulty in obtaining machinery. Most 
machinery used in Colombia is of German origin and much 
of it is obsolete. Practically none is produced locally. Im- 
ports of modern tanning machinery from the United States 
are expected to increase markedly, the report indicates. 

Most of the leather produced in Colombia is vegetable 
tanned. The greatest gains in output, the report states, 
have been in cattle, goat and sheep shoe leathers. Very 
little calf leather is produced because of the limited domes- 
tic supplies of raw skins. 

Production of harness and saddlery leathers has steadily 
grown and the output of patents is now higher than in 
1939. Reptile, horse, and colt leathers are not tanned 
locally. Belting leather production has shown some gains 
but the supply is short of demand. 

Most of Colombia’s supply of leather is used by the shoe 
industry. Consumption of upper and lining leather in- 
creased from 11% million square feet in 1940 to an estimated 
1.7 million square feet in 1944; sole leather from 1.3 mil- 
lion pounds to 1.8 million pounds, statistics show. 

Although expanding domestic production may restrict 
future imports of sole and side upper leathers from the 
United States, sales of other varieties will still be possible, 
the report indicates. 

The report also points out that prices must be in line 
with those of other foreign suppliers and quality should be 
in accordance with local demand. It may be necessary to 
cater in some degree to the leather handicraft trade, since 
very little equipment is used in small establishments. 
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In whatever shoe center your fac- 

tory may be, there is a United Last 
factory near you ready to go to 
work with your style department. 
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Drawing its style fore-k 
from sure sources, United Last Com- 
pany has its services ready for 
well in advance of style chang 
giving you moximum opp 

to meet the market with “foshia 
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‘ tilabilily 


Foot knowledge, combining the 
skills of leading last experts, ap- 
plied to the science of correct fitting ~ 
is a United Last fundamental, assur- 
ing the shoe manufacturer of the _ 

highest degree of trve a ins ; 

his entire line. & 











UNITED LAST COMPANY 


BOSTON MASSACHUSETTS 
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The bobby soxer wants only eye-catching shoes, the 
rocking-chair sitter seeks comfort only. But in between 
come thirty years of preference for Krippendorf Foot 
Rest shoes. Combining fit with fashion—wearable right 


around the clock—Foot Rests 


are favorites with women 


from 25 to 55—women who will become your regular 
customers throughout their best buying years. 
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FOOT REST 





SHOES 
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Priced 
$6.95 and $7.95 
—a few styles higher 





The Krippendorf-Dittmann Co., Cincinnati, Ohio 


New York Showroom: Marbridge Building 


* Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 














Guild Secretary Speaks 
To Boston Group 


Boston — Kate Goldstein Kamen, 
executive-secretary of the Guild of 
Better Shoe Manufacturers, ad- 
dressed the Fashion Group of Boston 
at a luncheon meeting at Hotel Ven- 
dome, here, late last month, on “The 
Autumn Shoe Barometer.” Mrs. Kamen 
commented on the growing fashion im- 
portance of the closed toe, although the 
open toe still continues to be high 
style. 

Mrs. Kamen was a fashion director 
of the A. C. Lawrence Co., and taught 
a course in fashion coordination at 
New York University. 


Jersey Company 
Elects Officers 


Jersey City, N. J.—Wonder Stores, 
Inc., operating here and in Newark, 
have elected new officers to head the 
organization. Herman K. Cantor, who 
had been , was named presi- 
dent. Stanford Eisenberg, who won 
the Navy Bronze Star for bravery 
while serving as navigation officer of 
the destroyer Hudson, was named sec- 
retary. Myron D. Cantor, now on 
terminal leave as a naval lieutenant 
(j.g-), was elected treasurer. Mrs. 
Myriam Cantor, retiring president, was 
named chairman of the board of di- 
rectors. 








H. H. Rand Heads 
St. Louis Group 


St. Louis, Mo.—The annual meet- 
ing of the St. Louis Shoe Manufac- 
turers Association last month marked 
election of new officers for the ensuing 





HENRY H. RAND 


year. Henry H. Rand, merchandising 
manager of women’s shoes and a mem- 
ber of the board of directors of the 
International Shoe Co., was ‘elected 
president. James S. Legg, sales man- 
ager and secretary of Moulton-Bartley 
Inc., was elected first vice-president 
and Frank Cornwell, director of Brown 
Shoe Co. in charge of the store plan 
division, second vice-president. 

A. V. Wheeler, general manager of the 
Pennant and Jefferson Branches of In- 
ternational Shoe Co., was elected treas- 
urer, succeeeding A, G. White who re- 
tired after holding that office for 
twenty-four years. 

No action was taken on the selection 
of a new secretary, this matter being 
deferred until a later meeting. 

The new board of directors is made 
up of J. G. Samuels, retiring presi- 
dent, as chairman; A. C. Fleener, L. K. 
Kane, C. L. Hein and J. L. Moran. 

Wn. S. Milius on behalf of the asso- 
ciation members expressed thanks and 
appreciation for the splendid work of 
Mr. Samuels during his tenure of office. 
Said Mr. Milius, “Mr. Samuels proved 
to be a wonderful leader during the 
trying times through which we have 

” 


passed. 

As a token of appreciation for his 
long and untiring effort in serving as 
the association’s treasurer for the past 
twenty-four years, Mr. White was pre- 
sented with a handsome table lamp 
for his living room. Mr. White left 
the shoe industry a few months ago 
to organize his own business in the 
field of advertising display. 

A. C. Fleener served as chairman of 
the nominating committee. 
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A month ago we published an 
advertisement describing our 
increased national advertising 

ORK campaign. In this ad we quoted 
a few comments from dealers about Little 
Yankee Shoes. Recently we received an- 
other letter from a leading dealer. Because 
it sums up everything that other dealers say 
about Little Yankees, we give you this in- 
teresting excerpt: 


“We have just unpacked another shipment 
of Little Yankees and they sure look good. 
Judging from the manner in which they dis- 
appear from the shelves our customers must 
think so too. ‘Please fit the youngster to an- 


Leading merchants say: 
“Keep 
Little Yankees 
coming 


and we'll keep 


199 


them going! 


other pair just like the pair he has on’ is 
music to the ears of any shoe man and should 
be to you all in the Little Yankee organiza- 
tion. Keep Little Yankees coming and we 
will keep them going.” 


We'll do our best to keep Little Yankees 
“coming” to all our dealers. As materials 
become available in greater quantity and as 
we expand our factory, we'll bring Little 
Yankees to you in increasing volume. The 
Yankee Shoemakers, Division of the Sam 
Smith Shoe Company, Newmar- 
ket, New Hampshire. Sales Office, 


Marbridge Building, 47 West 34th KE 
Street, New York, N. Y. 
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“GREAT SHOES FOR LITTLE AMERICANS” 
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catalog 





. 8 Oil Colors . 
Only $3.75. 





chandise displays. 





Many other suggestions of 
SMART...TIMELY... 
PROMOTIONS 


for store windows and interiors. 
Graphically illustrated in our new 


e150 BEAUTIFUL DESIGNS 
e 75 “HOW TO USE” SUGGES- 


Illustrating “The California Rose” 
(Commercial yg: No. G-565 Size: 15”x90” 
. Silk Screen Processed . 


Just one in a large series of fine designs that 
bring the beautiful colorings and motifs of 
S ring and Summer into your mer- 


WwW. L. STENSGAARD 
AND ASSOCIATES, INC. 
366 N. Justine Street « Chicago 7, lilinois 





EXCITING 





WRITE FOR 
YOUR COPY 
TODAY 


Free “| 
| 
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Style 
No. 421 


$7.50 


—. a 10 d 
F. . N. 
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MEN'S CASUAL 





See Us at Your Regional Show 

















Colors: Solid Brown 
Beige and Brown 

Rubber Sole 

Roller Adjustable Buckle 












AT ONCE 
DELIVERY 


Sizes: 6 to 12 































Stouter Appearance, 
Bolder Details 
[CONTINUED FROM PAGE 47] 


sell shoes that are reminiscent in sur- 
face and details of the shoes you sold 
in the early 20’s. Thus Fashion, even 
if only by chance, becomes the tool of 
Economics and will utilize available 
weights of leathers, causing them to be 
sought after and worn with apprecia- 
tion in this Fall’s shoes. It’s fortunate 
too, that such a tool exists precisely at 
the time when lighter weight leathers 
will be in such extremely short demand. 
In contrast with the circumstances 
after the last war, and with the cessa- 
tion of hostilities last August, tanners 
found their inventories of raw stocks 
very low and finished leather was prac- 
tically non-existent. Herds in the low 
country of Europe which produced a 
large percentage of those types of 
skins suitable for the tanning of men’s 
weight calfskins were devastated. Take- 
off of hides from American-grown 
cattle were of the heavier variety and 
forecasts at that time, suggested ample 
supplies of good leathers of diversified 
weights. But, unusual conditions and 
restrictions have existed since, and the 
production of all leathers has been cut 
drastically. However, the fact does re- 
main that those leathers which will be 
available for the men’s trade will be 
preponderantly of the heavier type. 


For the time being, with quotas still 
the mutual bugaboo of manufacturer 
and retailer, and with the decided pos- 
sibility that you will have several men 
customers for every pair of shoes you 
will have on your shelves, Promotion, 
as such, is definitely out. Let’s make 
full use of Fashion then, as a tool, to 
satisfy your customers with the smart- 
looking, longer-wearing shoes you'll 
offer him. And, even though you'll ex- 
perience little difficulty in selling all 
you can get, you can create better ac- 
ceptance of these shoes in many ways. 
Apparel, equally short in supply, will 
doubtless be rougher and tweedier look- 
ing in texture, and will logically call 
for the heavier shoes you'll have to 
offer. A point to remember too, is the 
fact that men returning from the last 
war chose comfort and heavy effects, 
even though shoes of lighter weight 
leathers were readily available. And, 
last, but not least, remember, your 
customer has been leather-starved for 
several war years;. these stout fel- 
lows will look mighty good to him once 
the cold, wet Fall rolls out again. 
Since these heavier shoes will wear 
longer and look better in the wearing, 
they may be a welcome ally for you in 
that period between the shortages of 
today and the promotional period which 
must come when you will have to use 
every device and resource at your com- 
mand to make every possible extra sale. 





Wholesalers and Union 
Reach Agreement 


New YorkK—Sidney Thalheim, presi- 
dent of the New York Shoe Wholesal- 
ers Association, has announced that a 
four-point agreement has been reached 
with Local 65, Wholesale & Warehouse 
Workers Union, CIO, after a séries of 
wage discussions between the two 
groups. Mr. Thalheim explained that 
the discussions were not intended to 
bring forth a new contract, but simply 
represented the wholesalers’ willingness 
to negotiate wages in light of current, 
economic conditions. The existing con- 
tract, entered into May 1, 1944, con- 
tinues in force until April 30, 1949, 
with four changes. 


1. The minimum wage for office help 
has been increased from $30 to $35 a 
week, for warehousemen $35 to $40. 

2. Elimination of the closed shop. 

8. The wholesalers reserve the right 
to discharge any employee who is part 
of any scheme or engaged in any in- 
timidation that will cause a slow-down 
in production. 

4. The wholesalers will deposit a sum 
equal to three per cent of the total 
payroll into a union group insurance 
fund. The wholesalers are to receive 
quarterly reports as to the dissemina- 
tion of such funds and any surplus at 
the end of the year is to buy additional 
protection for employees. 
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SANDAL & SLIPPER CO. 


WE HAVE CHANGED THE NAME 
OF OUR FIRM TO 





FACTORY: 215 E. 22nd ST. 
NEW YORK 10, 





OFFICE: 31 UNION SQUARE W. 
NEW YORK 3, N. Y. 


N. Y. 











Washington Newsreel 
[CONTINUED FROM PAGE 42] 


this acute competition between consum- 
ing industries that has aggravated the 
leather supply situation. 

The auto producers have always used 
substantial quantities of leather, par- 
ticularly for sport models. The typical 
1942 automobile of this type with all 
accessories used 2.664 gross lb. of 
leather and 2.447 net lb. But in 1939, 
the automobile industry used 27,077,000 
sq. ft. of upholstery leather, amounting 
to 68 per cent of total U. S. consump- 
tion. 

. - * 

April footwear production is expected 
to total approximately 45,000,000 pairs. 
Military production is expected to in- 
crease during the second quarter and 
total military output for the year will 
probably reach 15,000,000 pairs—an in- 
crease of 3,000,000 pairs over original 
estimates. Currently, the major por- 
tion of military orders is made up of 
garrison oxfords. 

Officials here take the position that 
if the predicted record output of some 
550,000,000 pairs (including slippers) 
is to be realized this year approximate- 
ly 100,000,000 pairs of the former non- 
rationed types of shoes will have to be 
produced. Upper leather and lining 
supplies will probably limit output of 
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shoes with leather uppers to between 
350,000,000 and 360,000,000 pairs. Sup- 
plies of sole leather will only be suffi- 
cient to permit manufacturers to pro- 
duce between 360,000,000 and 375,000,- 
000 pairs of leather soled footwear. 


Paint ’Em Up, Lady? 


[CONTINUED FROM PAGE 57] 





sisted by an additional application with 
a brush. One manufacturer reports 
that his shoes are treated by the latter 
method alone, three coats being applied. 
Colors are reported to be absolutely 
proof against running no matter what 
fluid is applied. 

According to Mr. S. H. Harrison, 
manager of Screen Mural Associates, 
a firm which is an exponent of the 
serigraph method and is decorating 
shoes from leading style manufactur- 
ers, this process has a number of obvi- 
ous advantages over the direct appli- 
cation of the paint to the shoe. Seri- 
graphing, popularly known as the silk 
screen process, he says is a quicker 
and a more accurate method of apply- 
ing a design. The same pattern can be 
duplicated to the finest detail in a way 
which he considers to be difficult by 
any other method. As a result any 
number of shoes can be decorated to 
look exactly alike. This process also 
permits a faster reproduction. Each 





EMERSON ELITE 


Announcing 


“EMERSON ELITE” 
$39.60 per gross 


Latest addition to the line of 
Beautiful EMERSON SHOE HORNS 


Of Lucite and Plexiglas in Gleaming Jewel Colors: 
Ruby, Aqua, Emerald, Amber, Shell and Crystal 


Suge. Stock 
Ret. Ne Dealer's Price 
$.50 Bé ELITE 5" little beauty, volume seller $39.60 per gross 
1.00 8! HOOK 6" pular, graceful, strong 6.60 per doz. 
1.50 83 MILADY nf" hand carved, elegant, feminine 9.90 per doz. 
FOOTWEAR co 1.50 85 RUGGED 7%" masculine, heavy, thinned tip 9.90 per doz 
° 2.00 B82 COMFORT !8" no-stoop mode! for heavy 

Fie 13.20 per doz 
3.00 82H STALWART I8" heavy, thinned fip, individually 

boxed 19.80 per doz 
6.95 B4 RIDER 24" extra heavy, unique for display 45.00 per doz 


All models shipped in 6 assorted colors 
All prices F.O. B. New York 
Minimum Order '/2 gross on B 6—Emerson Elite 


EMERSON PLASTICS CORPORATION 


perfected plastic products 
202 East 38th Street 


New York 16, N. Y. 


type of leather surface requires a diffi- 
cult combination of chemicals to make 
the paint adhere to it, so much experi- 
mentation has been necessary. 

Just how important these painted 
shoes will be is a matter of opinion. 
The manufacturer who is giving them 
national importance in his May pro- 
motion inclines to the belief that they 
will be found in many cheaper lines 
after six months or a year. Another 
manufacturer who has already sold 
them for last Winter’s resort season 
considers them a “flash in the pan.” 
General retailer opinion is that they 
are a novelty to be bought if the mer- 
chant wishes to carry “highlight” 
styles. 


Named Assistant Buyer 


New YorkK—Thomas A. Bradley has 
been named assistant to Ned Schwartz, 
shoe buyer and merchandise manager 
at Lord and Taylor. Mr. Bradley was 
first affiliated with the Edison Brothers 
chain in Miami, Cleveland and Kansas 
City, followed by three years with Herz- 
feld’s in the last named city. He then 
spent a brief period with Delman, Inc., 
at Bergdorf-Goodman after which he 
joined International Shoe Company in 
St. Louis in 1941. During the war he 
managed a Read Shoe Store in Bing- 
hamton, N. Y., though maintaining his 
connection with International. 
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RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Easter Sales Phenomenal All Over Nation 





Demand Reaches New High, While Inventories Approach Vanishing 
Point—Dressy Black Patent Models First Choice, but 
Customers Take What They Can Get 


New York—A paradoxical condition 
of tremendous sales—estimated at 45 
to 70 per cent ahead of Easter retail 
business a year ago—while shoe stocks 
have come close to hitting rock bottom, 
is the picture painted by New York 
shoe men in the pre-Easter buying 
period. This condition permeates the 
entire shoe selling picture, with men’s 
and children’s departments, as well as 
women’s, reporting phenomenal sales 
and drastically low inventories. 

Patent was first choice on the part 
of women customers, followed by calf, 
but most of them contented themselves 
with what they could get in their sizes, 
whether it was in suede or gabardine. 
Reptiles were well liked in colors. In 
children’s shoes, the shortage of dressy 
patent pumps was marked, while the 
lack of sizes in all types was felt most 
keenly in the smaller size ranges. Men’s 
inventories, too, were steadily decreas- 
ing, while demands continued to mount. 

Some stores featured accessory co- 
ordination, with matching shoes and 
bags, and these found sales booming. 


* . * 


Unprecedented Selling in Boston 


Boston, Mass.—Easter week began 
in Boston on March 1 and lasted for 44 
shopping days, practically every one of 
which, with the exception of a few on 
which the weather was really bad, 
showed sales in excess of those im- 
mediately preceding. So heavy was the 
early buying that merchants predicted 
two full weeks before Easter that there 
would be no last-minute rush. They 
expected a let-down during the week 
beginning April 15. They guessed wrong 
and found their stores crowded. 

By the middle of the week before 
Easter, it was estimated that approxi- 
mately 35 per cent of all women shop- 
pers in the market for conservative 
types of footwear could not be fitted. 
In the realm of high style the percent- 
age was 50. By the end of the week 
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Easter on Fifth Avenue 





Part of the crowd, estimated by police 

at more then a million, on Fifth Avenue, 

looking south from SIst Street at St. 

Patrick's Cathedral and Rockefeller 

Plaza, on the first peacetime Easter 
since 1941. 





both were higher. When shoe stores 
and departments closed -on Easter 
Saturday evening, retail stocks of wo- 
men’s and children’s shoes, at least, 
were so low that it is doubtful whether 
more than one out of five could have 
been fitted, with the ratio probably 
greater than that in the case of women 
with fixed ideas as to shoe needs. 

The week closed with a gain of be- 
tween 20 and 25 per cent over Easter 
week of last year. 

Deviating from the normal “What’s 
selling?” query of past years, this sur- 
vey was based on the question: “What 
are they asking for and what are they 

(TURN TO PAGE 99, PLEASE] 


Governor Dewey Vetoes 
Podiatry Bill 


ALBANY, N. Y.—Governor Dewey has 
disapproved the Condon bill, amending 
§1401 Education Law to define the prac- 
tice of Podiatry as “practice by a per- 
son who holds himself out as being 
able to, and either offers or undertakes 
to diagnose, treat, operate or prescribe 
for any disease, pain, injury, deficiency, 
deformity, or physical condition of the 
human feet, if limited to minor surgery 
and use of anesthesia if limited to local 
anesthetics.” (Senate Intro. No. 1695, 
Printed No. 1881) In disapproving this 
measure, Governor Dewey said: 

“This bill increases the scope of pos- 
sible practice by podiatrists. 

“Serious question has been raised by 
distinguished members in diverse fields 
of medicine whether the broadening 
permitted by this bill is premature be- 
cause a great number of podiatrists 
were licensed under earlier laws, the 
standards of which were considerably 
lower than those applicable to podia- 
trists licensed more recently. More- 
over, on the other hand, similar ques- 
tion has been raised by representatives 
of many firms and corporations in the 
shoe and appliance field concerning pos- 
sible restriction of their commercial 
activities by reason of the definitions 
contained in this bill. 

“There is insufficient proof at this 
time to justify enactment into law of 
this measure. 

“The bill is disapproved.” 

Harry Ehrenpreis, president of the 
New York State Shoe Retailers Asso- 
ciation, who led the fight against the 
measure, estimated that it could have 
put 50 per cent of shoe retailers out 
of business if it had become law, espe- 
cially those engaged in the sale of cor- 
rective footwear. 

The association sent a resolution in 
opposition to the measure to the Gov- 
ernor, along with comments by scores 
of shoe retailers. Podiatrists disavow- 
ed any intention of interfering with 
the retail sale of shoes. Nevertheless, 
in spite of the disavowal, and other 
statements by education officials that 
it was not aimed at shoe retailers, the 
bill took in so much territory that any 
corrective shoe retailer could have been 
accused of “practicing podiatry” as 
the bill defined it. 
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New Canadian Store Called “The Shoe Salon of Tomorrow” 





WINNIPEG, MAN.—Termed "the shoe salon of tomor- 
row," the Morley Shoe Store on busy Portage Avenue, here, 
is a high spot in Canadian store architecture. Outstand- 
ing features are color scheme, lighting effects and all-glass 
froat. The photo, above left, shows the huge circular win- 
dows meeting at a wide tempered glass doorway which 
provides a full view of the interior. The transparent, plas- 
tic stands and tables, which support footwear displayed 
in the corner window, are claimed fo be the only ones 
of their kind in Canada. The second large window con- 





tains quality handbags and accessories. The large sign 
is of yellow neon on c blue tile background. An acces- 
sories bar, above right, is at the rear of the main shoe 
salon. Walls are of bleached birch and French blue with 
a sunlight yellow ceiling. Here, as throughout the store, 
multicolored fluorescent lights have been biended to 
achieve stage effects. A glass staircase leads to a second 
floor which will feature a full line of sports footwear 
when material becomes available. The business is managed 
by Morley L. Teskey and John D. Lyone. 





Named Publicity Officer 


Boston, Mass.—Captain I. D. Robin- 
son, recently returned from the Euro- 
pean Theater of Operations, has been 
assigned as Public Relations Officer at 
the Boston Quartermaster Depot, re- 
placing Lt. Albert G. Zink, who was 
honorably discharged from service. 








NAVY SURPLUS 
FIELD SHOES 





Sturdy, durable, all weather 
shoes, rough outside, smooth in- 
side. Double ton leather, rub- 
ber cord outsoles and heels, full 
leather midsoles. Hard wear 


and flexibility. 


Quantity 23,000 
Dealers Only 


112 Wall St. New York, N. Y. 

















Pumps Lead in 


Easter Parade 


New York—Sunshine warm enough 
to make suits without top coats pos- 
sible, but a freshness in the air that 
made fur jackets comfortable for most 
of .the day—that was the setting in 
which New Yorkers turned out by the 
hundreds of thousands to celebrate 
Easter Sunday on Fifth Avenue, Park 
Avenue and nearby streets and avenues. 
All over the city, in reality, there was 
an Easter Parade from dawn to after 
dark. Great crowds assembled at the 
Plaza, at the Fifty-ninth Street end of 
Central Park. The Park itself was 
overflowing with families, Easter being 
especially a children’s day, and with 
couples. Restaurants were filled to 
capacity. 

Taking the women’s fashions from 
the feet up, pumps were the star per- 
formers in footwear. Smartest were 
sling pumps on high heels with plat- 
form soles ranging around three- 
quarters of an inch. The completely 
untrimmed version looked the newest 
and the most chic. Along with the 
slings, d’Orsay pumps with closed 
backs and, usually, open toes, were 
seen on many well-dressed women. For 
the most part, these pumps were trim- 
med. Large, three-dimensional butter- 
fly ornaments were the most usual 
trimmings. Several were also noted 
with draped vamps and asymmetric 
ornaments, half-bows as it were. One 
very smart woman wore her d’Orsay 
closed, back and front, the toe being 
high and full. 

Aside from these outstanding style 
shoes there was a wide range of pat- 
terns. Surprise among these was the 
number of ankle straps on high heels, 


the straps being usually fairly wide, 
sometimes widened at the front. These, 
like the pumps mentioned above, were, 
almost universally, on high heels. Low 
heels in dressy types were noted in 
some pumps and a few sandals, usually 
on young women or girls, but they were 
very much in the minority. 

It was apparent that many of the 
shoes were not new just for Easter. 
Black suede predominated and many 
of the shoes had obviously been worn 
a good deal before the great day. 
Patent leather was noted in a limited 
way. A few plastics were seen in 


novelty colors, notably the new Cherry | 


Coke. Navy blue shoes were seen in 
both leather and gabardine, worn with 
both navy costumes and in contrast 
with such costume colors as gold and 
a bright fuchsia. Black, as well as 
navy gabardine, was noted in limited 
quantities. Among the more tailored 
shoes tan and brown was seen. Some 
red shoes appeared, but comparatively 
few were seen and a number of these 
were on very young girls. This reporter 
noted one pair of bright green d’Orsay 
pumps. Reptiles seemed surprisingly 
few in number in view of the enthusi- 
asm displayed for their purchase. 

But it was the Easter bonnet that 

was the focal point of interest and 
here color ran riot in flower hats with 
veils. Two types of flower hats pre- 
dominate this year—the open-crowned 
type worn off the face almost like a 
wreath or bonnet-shaped with the brim 
coming to a peak at the center front, 
and the wide-brimmed hat sitting 
squarely on the head and wreathed 
with flowers. 
_ In .costumes, needless to say, softer 
tailored suits were first choice. In col- 
ors navy blue came out the style win- 
ner in this reporter’s eyes. 


Boot and Shoe Recorder 





om 


anh mhmeoe-~t& &.m& ss & 












ee eee wa os he eae 


ment as close to these apparel depart- 
ments as possible. On the other hand, 
if a shoe merchant isn’t operating with- 
jn a department store or specialty 
store, and he is located on a street level, 
his problem is to bring into his store 
the woman who has purchased a coat, 
suit or dress elsewhere for footwear 
accessories to go with footwear, or even 
accessories that “go with” the apparel 
or with other accessories. There have 
been too many poor locations for shoe 
departments in the past; the consumer 
has been called upon to exert too much 
effort and to pass through the hands of 
too many salespeople to complete her 
wardrobe with shoes and accessories. 

We have applied this thinking to lo- 
cation of shoe departments in many 
cities, and the results have been phe- 
nomenal. The street floor shoe and 
accessory unit, as exemplified by the 
recently opened Guild House Store in 
Boston, and the Arthur McKay Shop in 
Sacramento, Cal., are examples of this 
new trend. 


Specialization on Grades 


Another important subject pertain- 
ing to specialized selling and servicing 
that must be adjusted throughout this 
country in both department stores and 
street floor shoe stores is specialization 
on a grade of footwear, as opposed to 
carrying all price ranges from low 
grade to high grade within one selling 
area and with one sales force. The op- 
portunities, particularly in department 
stores and specialty stores, are great. 
For example: it has been customary, 
during past years, for the department 
store to center all its shoe selling with- 
in one area, covering grades from $5.95 
to $22.95, and in most gases with one 
general selling organization. The study 
of accomplishment in volume through 
sueh operations looks entirely out of 
order when we compare the results of 
competition in such cities by a spe- 
cialist around a given price line. 

For example: a department store in 
a major city may have done a volume 
in all grades and kinds, of $700,000 to 
$1,000,000. The operation throws off a 
fair profit, and because of the com- 
bination of all these grades and kinds 
of shoes, the volume looks interesting. 
But as we break down this total volume 
into accomplishment by each type of 
merchandise or each grade of mer- 
chandise, we learn that the volume ac- 
complished in each classification is 
ridiculously low for the full power of 
the traffic of the store. 

For example: a department store 
doing $700,000 accomplished a retail 
volume on $6.95 shoes of $160,000; on 
$8.95 shoes of $120,000; and at $11.95 
and up, $90,000. -Of casual*shoes, of 
all grades, approximately $60,000; 


comfort shoes, $6.95, $80,000; $10.95 to 
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Specialized Planning Helps Top Grade Stores 


[CONTINUED FROM PAGE 55} 


$12.95, $100,000; slippers and mules, 
the balance. On the other hand, in the 
same city is a specialist at $6.95 in a 
small unit that does $240,000, and an- 
other specialist in a specialty apparel 
shop, from $11.95 and up, that does 
$400,000. 

That is an indication of a necessary 
change in the separation of grades and 
the development of specialization and 
concentration. Where relocations of 
shoe departments have been made to ac- 
complish concentration on grades and 
have brought shoes closer to related 
merchandise, backed with coordinated 
selling, volume has increased tremen- 
dously, in some cases, doubling previous 
figures. 


Proof for Concentration Plan 


Using the same philosophy of distri- 
bution for the street floor shoe opera- 
tion, can we point to any greater en- 
dorsement of such a plan of concentra- 
tion than to the growth of the popular 
price chain shoe stores in the last 10 
years, and the recent development of 
the specialty shops concentrating ex- 
clusively on better shoes and acces- 
sories? 

The recent opening of a specialty 
shop in Sacramento, Cal., brought from 
a radius of 100 miles customers who 
were eager to buy their accessory and 
shoe ensembles from this new type of 
store, concentrating on top quality 
merchandise, and featuring brands of 
strong reputation. 

The question has often been raised by 
old-time department store operators, 
Why should we bring accessories, such 
as bags, to the shoe department floor 
when our main floor bag department 
is already established? The answer is, 
the consumer wants to buy that way. 
She wants to acquire her ensemble 
items with the least amount of effort 
and within the shortest period of time. 
She wants to purchase from the de- 
partment that has the best stock con- 
dition and the best size condition in the 
items she is seeking. 


Bag Co-ordination Sections 


Our company endorsed the establish- 
ment of bag coordination sections in 
shoe departments many years ago, and 
the results, even prior to the war, were 
astounding. In shoe departments sell- 
ing better shoes from $10 up, when 
merchandising and presentation were 
properly executed, a bag was sold with 
every four pairs of shoes. And in 
recent days, with the growth in popu- 
larity of reptiles and color, some shoe 
departments sell one bag to every 2% 
pairs of shoes. 

An interesting development along 
this line was the result in one main 
floor bag department whose buyer 






originally complained that the competi- 
tion from upstairs would take away 
from the previous volume on better 
bags. The results were just the op- 
posite; the demand increased because 
the store earned a greater reputation 
for bags, and from the unit standpoint 
the buyer of the main floor bag depart- 
ment was on his toes, offering competi- 
tion to upstairs. 

Prior to the establishment of bag de- 
partments in shoe departments, a sur- 
vey was made by our company which 
proved that more than 80 per cent of 
the customers who bought shoes did not 
buy bags in the store. Offering hand- 
bags in the shoe department brought 
the customer closer to the store and 
taught her to buy more than one or 
two items. ° 

A study of consumer acceptance in 
department stores by commodities can 
bring forth great inspiration for sales 
plans and department location. Take 
for example, a department store whose 
volume on women’s apparel of all 
grades in the upstairs department— 
which means popular grades to better 
grades—was approximately $2,000,000. 
In checking one thousand transactions 
on this floor, we learned that less than 
20 per cent of the customers bought 
shoes in the store. This finding en- 
dorses the practicability and logic of 
bringing related departments together. 


Increased Market Is Objective 


In the final analysis, what I am pri- 
marily interested in is a greater mar- 
ket for all types of better merchandise, 
not only better shoes, and bringing 
these better lines together to provide 
greater convenience for the consumer. 
Thus there will be a natural incentive 
for the sellers of each commodity to 
help each other and to coordinate their 
sales. In the final analysis, a given 
area of a store will be devoted to spe- 
cialization in grades as well as in kinds 
of merchandise. 

There is another phase of specializa- 
tion that will ultimately take place in 
the shoe business. It has been an ac- 
cepted fact up to the present time that 
shoes of all kinds, such as casual types, 
shoes for street, dress and formal, be 
sold within the same area by the same 
selling force. This is a fallacy. The 
stores that are practising this pro- 
cedure in selling footwear usually 
favor separation and specialize their 
apparel departments, with separate 
sections for sportswear, coats and 
suits, dresses, teen-age merchandise, 
etc. The same women they cater to 
through such specialization in apparel 
are those who buy footwear. The new 
trend in the building of such depart- 
ments is to create first a grade separa- 
tion, and then to divide this grade 

[TURN TO PAGE 101, PLEASE] 
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Number 5650—Children's richly embossed | 


All Leather Sandals. 


Leather Soled... 


RACHAS, 







$1.35 


Per pair 
Sizes: 5-11! 


Colors: Brown, Beige, Red, White. 
Also available in 

Misses’ sizes {2-3 $1.50 
Women's sizes 4-9 $1.60 


See Us at Your Regional Show 
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for your carpets and runners 





METAL BINDINGS 





You can’t afford to be without the new 


Most important is the safety feature. 
This binding is cheap insurance against the 
lawsuits that can result from injuries duc 
to sliding carpet. It holds any sort of floor 
covering firmly and evenly without tacks 
or screws. 

The binding is extremely modern in de- 
sign. It eliminates , curled ends 
and adds a finishing touch to any carpet 
or runner, 

And—it is truly economical. The bind- 
ing is solid and durable and saves more 
than it costs by reducing wear-and-tear on 
floor coverings. It is installed in a jiffy, 
pries off quickly with a screwdriver, and 
may be used again and again. 

Send for our illustrated folder. 
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IT GRIPS, AS 
iT CLAMPS! 








HIGHLY POLISHED 
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158 DUANE STREET - NEW YORK 13, ~Y. 


DAVE JACKSON 
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Ohio Travelers Plan May Show in Columbus 





CLEVELAND, OHIO—Officers and directors for the newly organized Ohio Shoe 
Travelers Club were elected at a recent meeting at Hotel Statler, here. Left to 
right, first row: Harry Minor, Frank McKelvy, Sammy Grossman, Larry Minor. 
Left to right, back row: Bob Newcomb, Ben Tolpen, Dick Barnes, M. C. Swan, 
Ray Randall. The president of the group, Lester Abrams, was absent when the 
photo was taken. The club plans a shoe show for May 15 through 17 to be held 
at the Deshler Wallick Hotel, Columbus, Ohio. 





New Store in North Carolina 


Rocky Mount, N. C.—Details of a 
new department store to be opened here 
this Summer were announced by Bald- 
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win’s which operates stores in North 
Carolina and Virginia. The new store 
will be managed by Monroe G. Bald- 
win and carry the name of M. G. Bald- 
win Company. 


Located on the corner of Main Street 
and Sunset Avenue, the building will be 
of white cement with a rounded glass 
brick corner. The structure will pro- 
vide 15,000 square feet of floor space 
on three floors. 

A ladies’ shoe department is to be 
located on the street floor, and chil- 
dren’s footwear will be found on the 
third floor. D. A. Young of California 
will manage the shoe departments. 

. 





Named Buyer for Five Stores 


Los ANGELES, CAL, — Announcement 
has been made of the appointment of 
Larry Eisele as buyer of men’s 
shoes for Silverwood’s five Southern 
California stores. The announcement 
was made by Lou Overgard, president, 
following the resignation of Harry 
Pohl. 

Mr. Eisele has been connected with 
the Florsheim Shoe Company in Los 
Angeles for the past seventeen years. 
He was manager of the Florsheim Hill 
Street store for three years and pre- 
vious to his new position, managed 
Florsheim’s Broadway store, at the 
same time acting as assistant to the 
Florsheim general manager for South- 
ern California. 

Mr. Overgard also announced that 
Bob Gamble has been appointed to 
assist Mr. Eisele and to manage the 
Shoe Department at Silverwoods Broad- 
way store. 
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Dates to Remember 


Shoe Monufacturers' Fall Opening Hotel 
New Yorker, New York City. 
April 28-May 2, 1946 


Michigan Summer Shoe Fair, Michigan 
Shoe Travelers’ Club, Pantlind Hotel, 
Grand Rapids, Mich. May |, 2, 3, 1946 


Mid-Summer Shoe Fair, Shoe Travelers’ 
Association of Chicago, Morrison 
Hotel, Chicago, Ill. May 4, 5, 6, 7, 1946 


Monthly Shoe Show, Michigen Shoe 
Travelers’ Club, Hotel Statler, Detroit, 
Mich. May 5, 6, 7, 1946 


Southeastern Shoe Travelers’ Fall Show- 
ing, Sheridan Bon Air Hotel, Augusta, 
Go. May 5, 6, 7, 8, 1946 


Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus and Baker 
Hotels, Dallas, Texas. May 6, 7, 8, 9, 1946 


24th Annual Soles Convention, Indiana 
Shoe Traveelrs' Association, Shrine 
Temple, Indianapolis, ind. May 12, 13, 1946 


lowa Notional Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. May 12, 13, 14, 1946 


Shoe Showing, Ohio Shoe Travelers Club, 
Deshler-Wallick Hotel, Columbus, O. 
May 15, 16, 17, 


Midwestern National Shoe Travelers’ As- 
sociation, Paxton Hotel, Omaha, Neb. 
May 18, 19, 20, 1946 


Fall Shoe Show, Pennsylvania Shoe Trav- 
elers’ Association, William Penn Hotel, 


Pittsburgh, Pa. May 18, 19, 20, 21, 1946 | 
Foot Health Week. May 18-25, 1946 
Fall Shoe Show, Mid-Continent Shoe 


Travelers Association, Skirvin Hotel, 
Oklchoma City, Okla. May 19, 20, 21, 1946 


Shoe Show, Associcted Shoe Trovelers, 
Plankinton Hotel, Milwaukee, Wis. 
June 9, 10, 11, 


Golf Tournament, Central Pennsylvania 
Shoe and Leother Association, York 
Country Club, York, Pa. June 21, 


Shoe Show, Tri-Stote Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, New 
York. July 7, 8, 1946 


Northwestern Notional Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Mina. October 27, 28, 29, 30, 1946 


National Shoe Fair, Palmer House and 
Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 





New Officers for Boston 
Boot & Shoe Club 


Boston, Mass.—John E. Daniels, 
well known leather man, was elected 
president and treasurer of the Boston 
Boot and Shoe Club at its 57th annual 
meeting, held April 17 at the Hotel 
Statler. Mr. Daniels succeeds Francis 
C. Donovan, prominent Boston leather 
merchant, who has served as president 
for five consecutive years, and who has 
been responsible for the largest mem- 
bership increase in its entire history. 
Other officers elected to serve during 
the 1946-47 season follow: 


Vice-presidents: T. Kenyon Holly, 
W. J. McHenry and Daniel E. Watson. 
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FIBRE STRUCTURE 
TMMOROUGHLY TANNED 
. UNCOMMON TT oLOR 
FLEXIBLE IN ty 

WOISTURE RESISTING | 
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money. 





Every customer is guided by a “Seeing Eye, 
| his own super-sensitive eye, which is trigger quick ' 
in noticing values. It will pay to keep that eye set 
on you by featuring styles bottomed with 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 


Our aim has been to make this sole leather above 
the ordinary. The fibre substance is so treated it 
assures greatest wearer satisfaction. The “Seeing 
Eye” of your customer will see in a day's wear, 
that he is getting something exceptional for his 


Ask us where to get Street, 
Orthonetic, Work Shoes. Cowboy Boots, Lumber- 
men's Shoes with this fine sole leather. 
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For Men's Shoes 


Dress, Sport, 











Secretary: Maxwell Field. Members 
of Executive Committee: A. W. Berko- 
witz, Francis C. Donovan, George A. 
Dempsey, Harvey B. Evans, George H. 
Hamel, Kivie Kaplan, J. S. Lanigan, 
William R. Martineau, E. J. McCarthy, 
Marcus McWeeney, C. Harvey Moore, 
Charles H. Myers, Clifford O. Miller, 
Paul Rasmussen, Jack Sandler, Charles 
Slosberg and D. Frank Quigley. 
Officials of the Boston Braves, sev- 
eral members of the team and wounded 
veterans from Army and Navy hos- 
pitals in Boston and nearby towns were 
guests of the club. Feature speaker 
was Jim Britt, sports announcer. 


Army Base Command 


Passes to Supply Depot 
Boston, Mass.—Colonel Bernard J. 


Finan, Commanding Officer of the 
Quartermaster Depot here has an- 
nounced that command of the Army 
Base in South Boston has been trans- 
ferred from the Boston Sub-Port of 
Embarkation to the Depot. The Army 
Base now houses the Headquarters of 
the First Service Command and all 
of the Boston Quartermaster Depot ex- 
cept for remaining leased warehouse 
space still occupied in Lawrence, Wal- 
tham and on E. Street in Boston. 
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ALONG COME 


4 put 


TRADE-MARK 


FEATURING 


_ LOOPED GHILLIE 


Brighter, better days are coming for Pippins dealers 
because Pippins themselves are stepping out in new, 
gayer attire. Yes, Pippins, sensational slipper promo- 
tion, now offer casuals too, gorgeously styled, beauti- 
fully made of rich, colorful Elk leathers. But these new 
Pippins, like Looped Ghillie pictured above, have all 
the flexibility which has won so many friends for 
Pippins’ slippers. Retained too, for more comfortable 
lounging and walking, are the justly famous arch 
wedge heels with softly cushioned heel seats. No won- 
der each season Pippins become a more important 
and more profitable promotion with more and more 


dealers. To Retail Profitably at #Z Lo #5 





Live Models Lend Interest to Display 
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| device or X-ray machine may prove convincing. 


_ ously would prove a misfit. That’s a stern rule to try to 


St. Louis, Mo.—Joy Shoemakers, Inc., dramatized their 
new Fall lines at the recent St. Louis opening with live 


| models in a special display. The company recently added 


another factory at 22nd and Washington Ave., here, with 
90,000 square feet of floor space. 


MASRA Committee to Meet 


PHILADELPHIA, Pa.—-The annual meeting of directors 
and members of the convention management committee 
of the Middle Atlantic Shoe Retailers Association will 
be held May 26 at Hotel Philadelphian, according to 
an announcement by Cal J. Mensch, secretary of the 
organization. 

The agenda calls for a discussion of the group's an- 
nual reports for the fiscal year ending March, 1946; 
consideration of activities for coming months; selection 
of city and dates for the 33rd annual meeting and shoe 
mart; and committee appointments for the current year. 


Right Fitting Comes First 
[CONTINUED FROM PAGE 58] 


ing to accept almost any kind of a shoe that the sales- 


| man can lace up on their feet. Other customers insist 
| on a certain style, leather or color even when the correct 
| size isn’t available, and refuse at first to accept another 
| shoe in which a perfect fit might be obtainable. Situa- 
_ tions like this call for all the tact, courtesy, patience and 


persuasion that the salesman can command. The right 
kind of a sales talk can often point the difficult customer 
in the right direction, or a demonstration with fitting 


Some shoe stores in the past have laid down a rigid 
rule forbidding the salesperson to sell a shoe that obvi- 


enforce in these days, but it still expresses an ideal that’s 
worth striving for in stores where service to the cus- 
tomer is the first consideration. 
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Build a Program for Success 


THERE isn’t a trade, profession or business which doesn’t 
have its rules for success. In the shoe business there are 
certain fundamentals which must be observed by all those 


in the business if they are to reach their goal, namely | | 


profitable volume. So far as the shoe retailer is concerned, 
he is interested in knowing just what constitutes the pro- 
gram. Here are the main points in a program for suc- 

cessful operation: 

1. Knowledge. 
is and how to reach it. Knowledge is all-inclusive; it 
should take care of you during good times and bad. To 
have this knowledge you must constantly study and observe 
and keep pace with developments as they occur. 

2. Tact. You must be able to do the right thing at the 
right time. You must also be able to say the right thing 
at the right time. The shoe retailer who has tact is con- 
stantly thinking of his customers and prospects and their 
welfare. 
are slanted to what they want. 

3. Judgment. 
common sense. It means to conduct your business along 
lines which have been proved successful. Compute the 
gains and risks in every operation and act accordingly. 


4. Endurance. It takes mental as well as physical en- 
durance to make a success in the shoe business. The wise 
merchant knows how to conserve his physical and mental 
strength; he does not waste it on minor tasks which can 
be detailed to others, yet he is ready and willing to lend 
a hand whenever needed. Mental strength also involves the 
quality of being able to bear responsibility without too 
much strain. 

5. Initiative. Initiative gives the retailer extra drive to 
keep going when the average man is ready to quit for the 
day. Initiative makes him search constantly for better ways 
of conducting his business, for ways to develop some ad- 
vantage. 

6. Bearing. The successful merchant must have good 
bearing. The man who is successfully doing what he has 
set out to do radiates assurance and confidence. 


7. Courage. It takes courage to risk money in a busi- 





Know your field. — what your goal 


All his words, his ads, his policies, his actions | 


This means to show just plain, ordinary | 


ness and to fight hard to make a well planned program | 


work. 

8. Dependability. 
pendable. 
and by his customer. 

9. Enthusiasm. All successful men are enthusiastic 
about their work. The enthusiastic man works hard at his 
job, at his business. 

10. Justice. The successful shoe retailer must have a 


The successful merchant must be de- ‘gsi * 
He must do what he is told by his conscience | | 


fine sense of justice, not only for himself but for everyone | 


in the community in which he lives. Justice pays off hand- 
somely, for the just merchant wins many friends and these 
friends stick by him and praise him to their neighbors. 





Advertising Specialist Speaks 


New Yorx—Estelle Hamburger, well known advertising | 


consultant in the fashion field, addressed the monthly 


meeting of the Guild of Better Shoe Manufacturers, at | 


Hotel McAlpin yesterday, on the topic, “What Price Qual- 
ity?” Mrs. Hamburger specializes in advertising in rela- 


tion to merchandising and store procedure. She has worked | 


closely with leaders in the shoe industry. 
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In SIX SHORT MONTHS, Pippins have become the first 
love of America’s fastest slipper departments. And, the 
reason for this unheard-of popularity is indeed a simple 
one. Pippins, America’s Cleverest Slipper and Outdoor 
Casual Set-up brings them the Right promotion at the 
Right time . . . styles that are selling in correct colors and 
combinations and in fashion-approved materials. Cur- 
rently in favor is this TRACERY design embroidered in 
multi-color combinations. Of course, it was a Pippins first 
and it features the famous Pippins construction, which 
insures flexibility for its platform. And Pippins’ arch wedge 
and softly cushioned heel seat make it the very picture of 
comfort. For the stream-lined slipper selling you will find 
so necessary in the competitive seasons ahead, Pippins, 
the complete slipper and outdoor casual set-up, becomes 
a “must.” Take a peek at Pippins picture before you make 
any further commitments. 
Write for display material. 
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INTRODUCING — SENSATIONAL 


Vex VA- QLE 


ARCH RESTORERS 
TO THE EASTERN MARKET 


IT’S SOFT 
IT’S FLEXIBLE 


IT’S SCIENTIFIC 





Pat. pending U.S.A. 


NO ADJUSTING 


“WHAT OTHERS HAVE TRIED 
WE HAVE ACCOMPLISHED” 


TRUE FOOT ALIGNMENT 


Miles Ahead in its Field—Velva-Sole Arch Restorers 
offer your customers more foot comfort, more foot 
relief than they have ever known 


SOLD THROUGH RETAIL SHOE DEALERS 
PRICED TO RETAIL $5 and $6 


VELVA-SOLE PRODUCTS CO. 


National Distributors 








118 WEST BROADWAY - NEW YORK 18, N.Y. 








17 N. State Street 


Chicago 2, Ill, 











| Miniature Carnival in Shoe Window 





YOUNGSTOWN, OH!lO—Based on a carnival theme, Lustig's Spring window trim 
a onlookers lined three deep on the sidewalk. The ferris wheel, merry-go-round 
e circus rings are motorized and go through all the motions normally expected 
of such carnival devices. The window was planned and designed by Sidney L. Kline, 
display manager of Lustig's. The trim was executed by Philip Oby and Harry Brown. 





John Ward Opens New Unit 


New York. — John Ward Men’s 
Shoes, a division of Melville Shoe Cor- 
poration, has opened a new store at 
17 Cortlandt Street here to mark the 
company’s golden anniversary. 

The first John Ward store was 
opened on Nassau Street in 1896. 
Within four years there were three 


stores in operation and currently John 
Ward operates seven stores in this 
city and one each in Newark, Phila- 
delphia and Washington. 

The new store is symbolic of half a 
century of progress in mercantile de- 
sign. Raymond Loewy Associates, who 
created the Trylon and Perisphere at 
the New York World’s Fair, combined 
a monochromatic paint color scheme 


with materials such as wood, stone, 
brick and bronze. The result is a 
modern shop of clean, masculine lines. 
The left display window is cantilevered 
from a column of red brick at the 
street line and extends into the store 
proper through a glass dividing wall. 
Incandescent fixtures of bell-shaped 
bronze spot the display and continue 
in line into the interior where they 
light the hosiery bar. The right show 
window is recessed into the exterior 
wall near the entrance and will be 
used for small, specialty displays. Both 
windows have brightly colored back- 
grounds of non-objective art which 
furnish immediate eye appeal. The 
main selling area is two steps below 
the entranceway. Just below the steps, 
a showcase, also cantilevered, extends 
traversely to the left wall. Carpet is 
dusty green; settees and all furniture 
are upholstered in deep, red-brown 
leather. 

A reception and preview of the 
newest Ward unit was held last month 
for over one-hundred invited guests, 


Corporate Name Changed 


New York — Effective April 8, the 
corporate name of Murray M. Rosen- 
berg, Inc., a New York Corporation, 
was changed to Miles Shoes Incor- 
porated, so as to conform to the name 
by which Miles stores have been gen- 
erally known to the public for many 
years. 
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Easter Sales Phenomena 
All Over Nation 


[CONTINUED FROM PAGE 91] 


taking when they can’t get their first 
choice?” 

The answers were almost unanimous. 
First choice of the women of Boston 
and vicinity were black patent, skele- 
tonized styles of every kind. Second 
choice were shoes of navy blue. Third 
choice was black suede. Fourth was 
red, and it made no difference whether 
the leather was suede, crushed grain or 
smooth, although crushed kid seemed to 
have the edge in the race. In patterns, 
first choice was the sling-back with 
open toe, although stores with few of 
the latter reported excellent sales of 
more conservative pumps with closed 
heels and open toes. In general, how- 
ever, the strongest demand throughout 
the city, irrespective of grade, was for 
the highly skeletonized patterns with 
or without platforms, and the plat- 
forms with or without nailhead decora- 
tion. Wedge heels came second in most 
stores as the first choice, but women 
could be easily switched from the plat- 
form with regular heel to the wedge if 
the former was not in stock in the right 
size. 

Popular in high-grade, high-style 
shops and departments were platforms 
with colors and materials which con- 
trasted vividly with the shoe upper. 
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The sale of well-designed throat orna- 
ments was almost phenomenal. 

Generalizing again, the younger 
group of buyers asked for either very 
low or very high heels. The middle-age 
group sought the more conventional 
heel heights. 

In shoes for casual wear, the loafer- 
type outsold the saddle, but the ex- 
planation seems to be that there were 
more of the former available than of 
the latter. No one had enough loafers 
of red leather or of red fabric, for that 
matter. The demand for fabric play 
shoes in solid colors and in multi-color 
effects, noted earlier in the season, con- 
tinued throughout the week and is ex- 
pected to become stronger in the weeks 
just ahead. 

* + * 
Big Demand, Low Stocks 
in Los Angeles 


Los ANGELES, CAL.— “Business the 
past few months, particularly the past 
few weeks, has been far too good for 
an orderly retail shoe operation. The 
steady increase in city and state popu- 
lation has placed Los Angeles fourth in 
the nation’s cities, with California sec- 
ond only to New York. While our 
quotas remain about the same with our 
sources of supply, these thousands of 
new customers milling around our 
stores are swelling the current shoe 
buying surge,” was the opinion of one 
major shoe merchandiser in summing 








up the difficult local situation. 

Another shoe store proprietor’s ob- 
servation, “There are 10 people for one 
pair of shoes and at least 10 customers 
for every shoe fitter,” reflected the pic- 
ture in nearly all stores. 

Sales gain for the six weeks previous 
to Easter ran from 18 to 45 per cent 
over the corresponding period of last 
year, while the volume for the first 
three weeks of this April was from 80 
to 220 per cent greater in women’s 
medium to fine grades, particularly the 
more high-style models. 

Those stores with reasonable stocks 
of men’s dress and casual shoes, moc- 
casings. and loafers, practically sold 
down to odd sizes. Most of the men’s 
stores and departments experienced 
wide open spaces on their shelves, with 
customer back orders exhausting ship- 
ments as they come in the store. 

Normally there is a tremendous sport 
shoe interest around Eastertime, for 
this is the season for ushering in all 
kinds of men’s sportswear in Southern 
California. This year the interest was 
there, but the supplies of shoes were 
not. 

Women are still particular in their 
shoe buying. They want good looking, 
good quality footwear, and leather 
shoes. Only one store reported any in- 
terest in fabric, including gabardines. 
There sales on gabardines were less 
than one per cent of the total pairage 

[TURN TO PAGE 118, PLEASE] 
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FOOT HEALTH AND COMFORT! 





‘ 2 9 
Champions 
e 5625 per pr. f.o.b. factory—Houston 
packed 
XTRA SM—SM—MED—LGE. 24 
per ctn—Av. weight 27 Ibs. 


NEWS MAT ON REQUEST 


DEALERS’ SPECIAL —NOTICE! 


SHOE STORES FOR SEAMEN e SPORTSTERS e BEACH e ETC. 
DIRECT TO YOU «+ BEST CLOG ON THE MARKET 


straight or assorted sizes. 
pr. 


(Salesmen—see classified ad) 


BUSELMEIER PRODUCTS * 1305 West Webster St. * HOUSTON 3, TEXAS 





Streamlined—Foot formed 
Light weight hardwood 
Comftortable—Sate 


‘Champions’ 


Worn all over the world 
tor FOOT PROTECTION 
--against disease 

















the spots where support is required. 
SCHUR-FIT COMBINATION. ARCH 
aids in relieving longitudinal and 
metatarsal weakness. 
SCHUR-FIT COMBINATION 
ARCH is made of a 
sponge rubber . 
soft, resilient ond. feels 
«+. 80 Very comfortable, 
SCHUR-FIT COM- 
BINATION ARCHES 
are easy to fit—require 


no  odjustme int, 
SCHUR-FIT . wer ~1 co., =. 
37 West 20th St. York 11, 





Strangers Become Friends When You Fit Them 


COMBINATION ARCHES 6» SCHUR-FIT 


The arch that is comfortable because it reaches 


-'Y. make friends. 


WITH 
ROLLERS 


















—See how easy it is to 
60 LISPENARD st. 
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BUCKLES 


“MAKE GOOD SHOES BETTER™ 


@ PERFECT BALANCE 
@ GREAT STRENGTH 
@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 


To insure complete user satisfaction specify ‘‘Umpeco Buckles"’ 


Unique Metal Products & Engineering Co. 


“UMPECO" L 
BRASS 


— Offering — 


@ FINE DURABLE FINISH 








MARK CURATOLO, Prop. 
NEW YORK 13, N. Y. 








Colorful Store Opened 
In Northwest 


Farco, N. D. — May’s, Inc., has 
opened one of the finest shoe stores in 
this city, located at 109 Broadway. 

Mrs. George H. May, president of the 
company, chose turquoise blue, flame 
and oyster white for a color scheme. 
The street foyer is very deep with win- 
dows from floor to ceiling making the 
entire store visible to the passer-by. 

Plain’ turquoise carpeting covers the 
entire floor. Chairs and fitting stools 
are of blond wood upholstered in 
leather, several shades darker than the 
carpet. Shadow boxes display shoes on 
one side and handbags on the opposite 
side of the store. Costume jewelry is 
shown in an ultra-modern floor case in 
which glass, lucite and mirrors give an 
Alice-through-the-looking glass effect. 

At the rear is a circular room, with 
shallow benches following the walls, 
for tiny customers. These narrow seats 
brace the child’s back when shoes are 
being pushed on his feet. The walls in 
this room have huge Walt Disney char- 
acters in color and in the center a 
merry-go-round, with four carved and 
painted horses. A concealed music box 
completes the idea of a carousel. Mrs. 
May designates this part of the store 
as the one ring circus. 

Vie Erickson is vice-president and 
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Test Your Boot and Shoe I.Q.! 


Types of Footwear 


The twelve phrases listed below are 
clues to help you identify a like number 
of types of footwear. 

Give yourself ten points for each cor- 
rect answer. If you make 100 or more, 
pet yourself on the back! 80 is good; 
70 fair. Below 60, you'd better study a 
shoe catalogue! 

1. The polar region: 

2. Chief city of old Poland: 

3. A dialect pronunciation: 

4. Very old English city: 

5. Type of artistic dance: 

6. Idler or loiterer: 

7. —? term for bottom plate or 

sill: 

8. Hybrid beast of burden: 

9. A composer: 

10. Venemous snake: 

11. Petty quarrel: 
12. Footwear that symbolizes tragedy: 


[ANSWERS ON PAGE 121] 





manager. Both Mrs. May and Mr. 
Erickson formerly were with R and G 


Bootery. 
Discuss OPA Apparel 
Pricing Control 


New York—The eighth of a series 
of forums on OPA problems, conducted 
under the auspices of the OPA Com- 





Re nes Sie ro 


mittee of the Federal Bar Association 

of New York, New Jersey and Con- 

necticut, of which A. Philip Woolfson, 

formerly with OPA in Washington, : 

D.C., is chairman, took place April 30, 

in the United States Court House. 
Speakers were Jerome S. Lieberman, | 

Junior Price Executive, Consumer 

Goods, Price Division, OPA, Washing- 

ton, D.C.; and Joseph Forer, Director, 

Apparel and Industrial Materials, En- 

forcement Division, Washington, D. C. 

The Hon. J. Vincent Keogh, United 

States Attorney for the Eastern Dis- 

trict presided. 


Open Fourth Unit 


Mexico, Mo.—The firm of Safford’s 
has opened their fourth Missouri store 
here under the name of Family Shoe 
Store. This concern, in its eighth year, 
is owned by Carl A. and Muriel Safford. 
They are assisted by their sons Carl 
A. Jr., and Ralph O. Safford who have 
recently been discharged from service. 

Safford’s have taken a long-time 
lease on the building for the new store. 
A completely remodeled front has been 
installed in ivory and blue structural 
glass and the interior has been equipped 
with all new fixtures. The second floor 
has been refinished for bookkeeping and 
buying offices for the four stores. The 
company now has two stores in this 
city and two in Hannibal, Mo. 
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TRE TU LAY 


THE SHOE RETAILER’S 


SURE-FIRE 
GOODWILL 
BUILDER 





ASK FOR CATALOG 25A 


Write for our 
newest 
trated catalog 
of souvenirs and 
advertising nov- 


and girls. 





illus- 


elties for boys 





No. 64 COMICS 


Always large assortment on hand. All 10¢ retailers. Each 
booklet carries a complete and exciting story fully illustrated 


in color. For boys and girls. 
Price, no ad, 288 (min.) 4%%¢ each in any quantity 


THE Lederer INDUSTRIES, Inc. 39-45 WEST 19th STREET - NEW YORK II, N.Y. 


Feet Deak se en oe aAe Og es oe FY we ee eee ee 
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Specialized Planning 
Helps Top Grade Stores 
[CONTINUED FROM PAGE 93} 


separation into departments of street 
and dress shoes, casual, country, and 
sweater and skirt shoes; indoor and 
formal shoes; not particularly with the 
definite separation that exists in ap- 
parel, but rather in closer proximity to 
each other and with separation created 
by type of equipment, contents of dis- 
play, ete. This new development is 
taking place in several of the great 
stores of the country and will continue 
to grow in importance because of the 
resulting sales and profits through such 
specialization. 

The same thinking is being applied 
to street floor shoe and accessory 
stores. Those with large enough space 
to put such separation into effect are 
planning stores embodying these prin- 
ciples. Many other companies with 
limited space are acquiring additional 
footage to create street and dress shoe 
departments, and country and casual 
departments — bringing adjacent, to 
these departments the accessories that 
“go with” such merchandise. 

When the physical layout of a de- 
partment or a store has been developed, 
the investment made must bring suffi- 
cient volume to carry both a good 
assortment and a good range of 
sizes. We recommend for the best re- 
sults that there be specialization in 
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buying and merchandising as well. This 
will ultimately take place in the shoe 
business as time goes on as it has in 
the apparel business. When an indi- 
vidual is placed in charge ofa spe- 
cialized department or section, when he 
or she has an incentive for greater in- 
come, when the proper coordination in 
merchandise, promotions and selling co- 
ordination is given, invariably a 
greater market for the products car- 
ried will be created. 


UNRRA Shoes Czech Needy 


WASHINGTON — Nearly one person 
out of every ten walks in UNRRA boots 
and shoes in Czechoslovakia, according 
to an official] estimate of the National 
Committee for relief in Prague. 

Up to the end of January, UNRRA 
had supplied the people of Czechoslo- 
vakia with more than 1,000,000 pairs 
of boots or shoes, including 23,000 
pairs of reconditioned Canadian mili- 
tary boots. Because of the great diffi- 
culty UNRRA is experiencing in ob- 
taining leather and rubber, 50,000 
children, 150,000 women, and 88,000 
men have been supplied with footwear 
made of cloth. The most urgent need 
at present is for rubber boots. 





Speakers to Address 
Shoe Group 


DetTroiTr, MicH.—The Detroit Retail 
Shoe Dealers’ Association has inau- 


gurated a new feature at the group’s 
regular Wednesday luncheons by bring- 
ing in guest speakers. The group in- 
cludes travelers as well as retailers, 
and its headquarters is the meeting 
place of many shoe trade visitors to 
Detroit. 

First guest speaker under the new 
program was Martin Hayden, special 
writer for The Detroit News, who 
spoke on the transportation strike 
which recently crippled this city. 

Speakers will be invited once a 
month to talk on affairs of public or 
business interest, according to Leonard 
Hack, president of the Association. 





Wholesale and Retail 
Merchants Meet 


Butte, Mont.—A meeting of the 
wholesale and retail merchants in the 
Butte area was held at the Finlen 
Hotel, here, recently. A. J. Knieval, 
president of the Butte Chamber of 
Commerce, was in charge of the meet- 
ing in co-operation with F. Henry 
Collins, chairman of the merchants’ 
division, and A. D, Kennedy, chairman 
of the wholesale division. 

The meeting was devoted to the dis- 
cussion of current problems of the 
merchants. Merchants in the entire 
Butte area attended, including many 
shoe merchants from Anaconda, Deer 
Lodge, Philipsburg, Dillon, Whitehall, 
Twin Bridges and other nearby com- 
munities. 


101 








by 


seal 





MEN'S SHOES 
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WOMEN'S SLIPPERS 
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WOMEN'S FELT EVERETTS 
$4.20 


Hard Leather 

Soles 

Re-enforced Toe. | 

Colors: Gray and 
Biue. 


| 





Sizes: 5-9 
No. 190 Immediate Delivery | 
Terms: NET 10 days, F.O.B. New York 
Minimum order 18 prs. of color 

Also Men's, Women's, Boys’ and Children’s 
Padded Sole Felt Slippers IN STOCK. Open 
Orders Filled to Your Entire Satisfaction. 

Prices: 60c to 90c per pr. 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 





MEN'S SANDALS 











MEN'S LEATHER SANDALS 


LEATHER SOLES with PLATFORM 
BROWN RUBBER HEELS — Will 
met mark fleers 








Pacteo 8 Browa, 

Drs. t case Sun — 
SIZES: 

Min. orders 

color. - 7-42 

Other Style Sandals Available—Some With 


Wedge Heels 


KANDEL SHOE CO. 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 
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Obituaries 





Stephen J. Brouwer 


MILWAUKEE, WIS.—Stephen J. 
Brouwer, nationally known retail shoe 
merchant, died last month at his sub- 
urban home in Wauwatosa following an 





STEPHEN J. BROUWER 


illness of several months. He was 69 
years of age. 

Born in Grand Haven, Mich., he at- 
tended public schools there and for one 
year attended Hope College, Holland, 
Mich., for the beginning of what was to 
have been a medical career. His father’s 
iliness forced him to leave school at the 
age of 18 to take over the management 
of the family’s shoe store in Grand 
Haven. 


In 1902 he came to Milwaukee, or- 
ganized the S. J. Brouwer Shoe Com- 
pany and bought the Dr. Reed Cushion 
Shoe agency. Two years later he moved 
lis expanding business to the Wells 
building here and, in 1908, moved it 
again to a three-story building on West 
Wisconsin Avenue. The business was 
raaintained at this location until early 
in 1946 when Mr. Brouwer purchased 
the 10-story Bartlett building. 


The research last Mr. Brouwer de- 
signed for women in 1923, and the later 
ones perfected for men and children 
have become widely known. He is 
credited with making the first study in 
this country of kindergarten, public 
school and college students’ feet to de- 
termine the relation of shoes to health 
and efficiency. In 1919 he installed the 
first X-ray machine in a shoe store in 
Milwaukee. 

In recognition of his research and de- 
votion to foot health, the American 
Osteopathic Association awarded him 
an honorary membership. Working 
with this group he conducted, in 1934, 
the first shoe fitting school in America. 

Mr. Brouwer was affiliated with 
numerous civic and trade groups dur- 
ing his lifetime. He was a past presi- 
dent of the Milwaukee Shoe Retailers 
Association, the first governor for Wis- 
consin of the National Shoe Retailers 
Association, and a director of the Wis- 
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| ZIPPER Booties 


€ All Leather Sole and Upper 


Cs $2.15 
* 












No. 32 
Blue, Red, Brown 
Net 10 days 


F.O.B. N.Y. 
Min.: 36 prs. 






Sizes: 5-8 
8'/,-12 


e Selburn Shoe Co. 
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| 153 Duane St. New York 13, N. ¥. 
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CASUALS 


FINE GRADE 


G:RLS’ BROWN COWHIDE CASUAL 
Genuine Goodyear Welt 
Neolite Soles 


Immediate Delivery 


$3.65 


Sizes 4-9 
Packed 18 pra. 
te case. 


-” 
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Write for tolder 


CONJOR SHOE CO. 


287 Broadway New York 17, N. Y. 








consin State Shoe Retailers Associa- 
tion. 

Surviving are a daughter, Mrs. Mary 
C. Hickman; two sons, Ellis of Mil- 
waukee and Dr. Stephen W. of De- 
troit; a brother, William A. of Kala- 
mazoo, Mich., and a sister, Eleanor R. 
Brouwer, Milwaukee. 





Herbert T. Drake 


BROCKTON, Mass.—Herbert T. Drake, 
a past president of the New England 
Shoe & Leather Association and for- 
merly a director of the W. L. Douglas 
Shoe Co., died April 13 at his home 
in Whitman, Mass. 

In the shoe business for over 60 
years, he learned shoemaking as a boy. 
At the age of 16, he became a sales 
representative for his father’s firm, 
John B. Drake & Company of Quincy, 
Mass. He became a factory superin- 
tendent for the W. L. Douglas Shoe Co. 
in 1898 and was with the firm until 
1914 when he joined the former Emer- 
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son Shoe Company, serving as presi- 
dent for many years. 

Mr. Drake is survived by a sister, 
Miss Rose Emily Drake of Quincy, and 
two brothers, Frederick E. and Harry 
M. Drake of New York. The latter is 
associated with the Brown Shoe Com- 


pany. 


Alberta Gude Lynch 


Los ANGELES, CAL.— Alberta Gude 
Lynch, 69, who had been in ill health 
for some time, died April 14. She was 
a sister of Albert L. Gude, founder of 
Gude’s, and had taken an active part 
in the guidance of this shoe store since 
its inception. At first, some 40 years 
ago, Mrs. Lynch was the store’s book- 
keeper, then as the business grew be- 
came office manager and was secretary- 
treasurer of the firm at the time of her 
passing. Mrs. Lynch, a widow, was a 
member of the first board of directors 
of the Los Angeles Chamber of Com- 
merce. She was a member of the 
Women’s Legislative Council for three 
terms, the Soroptomist Club, the Wo- 
men’s Republican Club and other civic 
groups. Besides her brother, she leaves 
three sisters, Mrs. Louise G. Funk, 
Mrs. Rozelle Wilson and Miss Julie A. 
Gude. 





Mrs. Sarah Ashkenazy 


LYNN, Mass.—Mrs. Sarah Ash- 
kenazy, who headed the Liberty Shoe 
Co., of this city for many years and 
who was one of the comparatively few 
women shoe manufacturers in the 
country, died recently at the age of 
51. Funeral services were held at her 
home in Lynn, with burial in Danvers. 

Mrs. Ashkenazy is survived by her 
husband, David; two sons, Harold and 
Leonard; and a daughter, Mrs. Paula 
Butman, all of this city. 

Active in philanthropic work, she 
was a member of Lynn’s Senior Hadas- 
sah, the Lynn Hebrew School Auxil- 
iary, the Hebrew Free Loan Associa- 
tion, Jewish Community Center and 
several others. 





Ralph C. Crocker 


BROCKTON, Mass.—Word has been 
received here of the recent death in 
Ft. Lauderdale, Florida, of Ralph C. 
Crocker, for many years connected 
with the George E. Keith Company 
here, first as a factory executive and 
later as sales representative of the 
company in the South and Southwest- 
ern territories. 

Leaving the Keith company after 
18 years, he made his home in Toledo, 
Ohio, where he became a golf profes- 
sional and practiced, also, the profes- 
sion of architecture. 

Mr. Crocker was a graduate of 
Brown University, Providence, R. L., 
in the class of 1905. He is survived 
by his widow, two sons and one grand- 
daughter. 
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MEDIUM WIDTH ONLY 
Sizes 4!/2 to 9 
$1.90 Net F.O.B. N. Y. 
Case Lots Only 


109 READE ST. 





IN STOCK FOR 


@ CASUAL 


IMMEDIATE DELIVERY 


544 


All White Gabardine 
Grain Leather Soles 


547 


As above with 
Colored Embroidery 


545 


All White Gabardine 
with Bross Nailheads 
Groin Leather Soles 






White Gabardine 
with Colored 
Embroidery 
Grain Leather Soles 
546 As above in All White Gabardine 


B. FRIEDMAN SHOE CO. INC. 


Established 1880 


NEW YORK 13, N. Y. 





Frank M. Hall 


MONTREAL—Active for many years 
in the leather manufacturing trade, 
Frank Morrison Hall, 78, died last 
month in Toronto Western Hospital. 
For many years a traveller for leather 
goods, he established the firm F. M. 
Hall Company, Toronto leather man- 
ufacturers, 50 years ago. He retired in 
1945. 


William T. Gallagher 


MEMPHIS, TENN.—William T. Gal- 
lagher, 48, died of a heart attack in 
Atlanta while in that city on a business 





trip. A native of Greenville, Miss., 
Mr. Gallagher had lived in Memphis 
about 12 years, and at the time of his 
death was salesman and section man- 
ager of the men’s and boys’ shoe de- 
partments at J. Goldsmith’s & Sons. 
He is survived by his widow and two 
children. 


Morris Fox 


NeEwARK, N. J.—Morris Fox, 87, re- 
tired shoe merchant, died at Memorial 
Hospital here recently. Two sons sur- 


vive, Jacob Fox of this city and Irving 
Fox of Red Bank, N. J. 
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California Process 


T-STRAP SANDAL 





Net 30 days 
F.O.B. Chicage 


3#35056—White Crushed Elk 
#£35057—Same in Beige Crushed Elk 
7#35058—Same in Red Crushed Elk 


SIZES: 4 to 9—I8 pr. minimum 
Immediate Delivery 


McBREEN SHOE CO., INC. 
305 W. Monroe St. Chicago 6, Ill 
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le lel el el le de ee 





WOOGIE BAGS 
No closet complete without this 
rack on back of door 
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SUBSTANTIALLY CONSTRUCTED 
— HEAVY ta 


Asso Colors—Sturdy Bi 
$22.20 Per 0 fon 
In Steet —- inmadiate Delivery 


P. H. VOLK & COMPANY 
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About Shoe People | 


Charles and Mabel Julianelli, who de- 
sign shoes for Saks Fifth Avenue, New 
York, are the parents of a little girl, 
Janie, born April 16, 7% pounds. Mr. 
Julianelli, who wanted to be modest 
about the whole thing, simply said, 
“She is magnificently gorgeous.” 

cd * * 


{0 
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SLIPPERS 
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Jack Zuckerman has returned to his 
post as active head of Zuckerman and 
Fox, Inc., New York, after an absence 
of five months. 





* * * "= ¥ iT) 
Grady B. Gatlin has bought out the | OUTDOR-EES 
interest of his partner, C. J. Cloniger, | Flexible California process 
in the Bootery, Ocala, Fla., and will | ALL SUEDE 


continue to operate it. He has served 
as general manager since the two part- 
ners took over the business a year ago. 
Mr. Gatlin is a salesman for Wohl 
Shoe Company of St. Louis, and the 
shop is in charge of Mrs. Gatlin dur- 
ing his absence from the city. 
Bo * = 

Moore’s Bootery, formerly located in 
the Sherman Arcade Building, Panama 
City, Fla., has relocated and opened 
for business at 472 Harrison Avenue. 
It is owned and operated by C. D. and 
Ralph Moore, brothers. The bootery, 
completely air-conditioned, carries a 
full line of smart shoes for women and 
children. 





$30, 


2% 10 days, Net 30 
F.0.B. Chieago 


SUEDE ONE STRAP 
with nail heads 
Colors: Black, red suede. 
ce — pen or Brown Gabardine 
with nail heads $3.00 per pair 
SIZES: 4 to 9 (half sizes) M width. 


Packed 36 pr. te case, assorted sizes. 
Minimum Coeere 18 pr. per color, 


Immediate Delivery 
WILLIAM COHAN 
— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 






ok Rr * 

Ralph Rays, teller of the First Na- 
tional Bank, Holdenville, Okla., for 12 
years, will open a shoe store here. | 

* > . 

The C. A. Verner Company, at 249 
Fifth Avenue, Pittsburgh, Pa., has just 
welcomed John Praegner back from | 


co. 











overseas Navy duty. Mr. Praegner is 
secretary, assistant treasurer, and 
credit manager. 
* * + 
Tony Ebbitt is back at Topps Shoe 
Store at 235 Fifth Avenue, Pittsburgh, 
Pa. His fellow workers are still chuck- 
ling over his horrified reaction to non- 
rationed shoes, when he saw his first 
pair—after four years overseas as an 
Army Air Forces sergeant. A new * 
Topps store has been opened in New Del Nebeker, who was in the retail 
Kensington, Pa. S. Wolfson is manager. shoe business in Salt Lake City, Utah, 
7 is now proprietor of a family shoe store 
Lewis Blake, who was discharged in Lakewood Village, Calif. 
from the Army after two years of ser- <a 


vice, twenty months of which were Bernard Greenwald has bought the 


spent overseas, recently bought from Ronee Ghee Gham : 
: , , Long Beach, Calif. 
H. A. Trimble, the retail shoe business Greenberg, former owner has re- 


operated in Indianola, Ia; for many ,. , - 
yeas. es Trimble’s Shee Store. Mr. oe. from business because of ill 
Trimble, who has been connected with : i ca oe 
the retailing of shoes since 1900, re- ee 

- : ae V. V. Kahley, after being in the Army 
a ownership of the building. Mr. for the past eae Rectang is now pro- 
on aap thy on gy lige prietor of his own store in Burbank, 

aoe oa , Calif. Before entering the service he 

was manager for the Burbank Gallen 
Kamp shoe store. 





Nathan Kroll has been promoted by 
the Kar] Shoe Stores, Los Angeles, to 
manage the chain’s branch at 901 Ava- 
lon Bivd., Wilmington, Calif. He is 
assisted by his wife. 


* of 


Claire E. Gibson has recently been 
promoted to manager of Leed’s Shoe 
Store, Tacoma, Wash. He recently was oO, 
discharged from the Army, after five George S. Goodell, vice-president and 
years of service. Previously he had general manager for the R. H. Fyfe Co. 
served with Leed’s as a shoe salesman. shoe store in Detroit, spent 10 days re- 
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cently looking over the Los Angeles 
market and studying Southern Califor- 
nia shoe stores in company with his 


architect, Harry Muehlman. Mrs. 
Goodell was also in the inspection tour. 
* e * 


Two new salesmen have been added 
to the Wetherhold & Metzger store in 
Reading, Pa. They are.Joseph Antho- 
navage, formerly employed at Vanity 
Fair silk mills; and Robert Mitchell, 
formerly with shoe departments in 
Trenton, N. J., and in a similar capacity 
at Hess Brothers, Baltimore, Md. 

* * * 

Curley’s, Inc., Toledo, Ohio’s newest 
ladies’ shoe store, opened its doors re- 
cently. Jack Rosenbaum is manager. 
Associated with him are Morris Sha- 
piro, Arthur Shapiro and Charles F. 
DeWees. Lines carried include arch- 
support shoes, play shoes, novelties, and 
sports styles. 

> + 7 

Frank Kovall has returned to Klevan 
Bros. Shoe Store, Harrisburg, Pa., 
after five years in the Army. He was 
sent overseas in March, 1942, and saw 
action in the Aleutian campaign. Later 
promoted to a technical sergeant, he 
served two years in the Asiatic-Pacific 
theatre. 

+ 7 * 

Wilson Lachance, who has been man- 
eager of the Endicott-Johnson shoe 
store in Rochester, N. H., has been 
transferred to the managership of the 
company store in Laconia, and Arthur 
Boucher, who has been at the Dover 
store, has been named as his successor 
in Rochester. Mr. Boucher has been 
with the company for five years. 

> » * 

Armand and Raymond Brodeur have 
assumed management of the Flint Fam- 
ily Shoe Store, Fall River, Mass., and 
have completely renovated it. 

* od * 

The DeShields Shoe Company, Mont- 
gomery, Ala., is back to its normal 
sales staff after several lean years. 
Recently returned are T. W. McLead, 
David Larson and W. E. DeShields, 
nephew of the manager, M. M. De- 
Shields, Mrs: Jewel Wood who, with 
Mrs. McBridge King and Miss Annie 
Browder, held the fort for the duration, 
is working with women’s shoes, while 
the other two are in charge of a newly 
opened children’s department located in 
the balcony. 

> 7 + 

L. J. -Richard, owner of Lorene’s 
Dress Shop, Tarpon Springs, Fla., has 
purchased the Sample Shoe Store on 
East Tarpon Avenue. The shop was 
recently bought by Harry Silverstein 
of Tampa from the estate of the late 
Solomon Richard. 

7 7 + 

Hymen Rosen, formerly with the Out- 
let Co., and Milton Forman, formerly 
with Sterling Shoe Co. and more re- 
cently fn the U. S. Army, have opened 
a new shoe store known as the Chil- 
dren’s Shoe Centre at 28 Arcade, Provi- 
dence, R. I. 
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51 years of fine Pennsylvania 
craftsmanship in shoes that 
incorporate every important 
health feature known to foot- 
fitting science. That's why 
you'll find this famous name 
featured in hundreds of lead- 
ing children’s shoe operations. 
Sorry, no new dealers right 
now. Itwon’'t be long though! 


(Sy 


yet” 





ANNVILLE, PA. 


NEW YORK CITY SHOWROOMS: MARBRIDGE BUILDING, 47 WEST 34th STREET 


M. L. Cowen, of Cowen’s, Miami’s 
oldest shoe store, has announced the 
marriage of his daughter, Faye Louise, 
to Stanley Brier of Providence, R. I. 
Mr. Brier served with the 1160th engi- 
neers combat group in Europe. 


R. C. Steele, manager of the shoe de- 
partment in Burdine’s, Miami, Fla., has 
returned after a two weeks’ trip North 
where he was in attendance at shoe 
style openings. 


* > * 


A new shoe store has been opened in 
Sheboygan, Wis., by E. J. Koutnik and 
I. Schwartz, who have operated a simi- 
lar store in Manitowoc, Wis., for the 
past 12 years. Harvey Voigt and Percy 
Harter are managing the new store, 


which has been completely redecorated 
and modernized. 
* * ” 


Paul H. Lamb, who was bookkeeper 
for Stuart J. Rackham, Inc., a leading 
Detroit shoe store, before the war, has 
followed in the steps of many ex-Gl’s, 
and established his own business upon 
return to civilian life. He has combined 
his shoe business training with his own 
specialized field, which is accounting 
work, and opened an office under the 
name of Lamb’s Personal Service 
Agency. 

* . . 

Melton Anderson, of Anderson’s Men’s 
Store, Helena, Mont., reports the re- 
turn of Lt. Robert Clark to the shoe 
department where he is employed as a 
clerk. 
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STYLECRAFT 
SHOE ORNAMENTS 


Add 
“GLAMOUR” 
to Shoes 
te Plastic Stack 
Patent and White 
Suede only. Studded 


with Gold, Sitver, or 
Colored WNaitheads. 





Clips on all Ornaments. The “Swirt” 
An ideal item te expert! Style #3412 
75¢ 0 pair Mina Order 


DELIVERIES MADE PROMPTLY! 


STYLECRAFT PRODUCTS CO. 
16 HUDSON ST., NEW YORK 13, WN. Y. 
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WE are now located at our 
new offices: 78 Reade Street, 
Sth floor. 


CHARLES FINKELPEARL 
Wholesale Shoes 

















HUARACHES 








Men's HUARACHES 





Hand Woven Sandals 
$4.00 F.0.B. Los Angeles 


MACON DISTRIBUTORS 


719 W. 3rd St. Los Angeles 13, Cal. 














Marks Fifty Years in Southwest 


Dauias, TEX.—Fifty years of service 
will be celebrated in May by the W. A. 
Green Company. From a humble, one- 
story structure beginning, the depart- 





JOHN WILLIS 


ment store now occupies a i12-story, 
modern, air-conditioned building in the 
heart of this Southwest metropolis. 

Still owned and operated by the 
family of its founder, the establishment 
is in its third location. The late W. A. 
Green, Sr., began his merchandising 
career as a dry goods clerk in Canton, 
Missouri. With his young wife, he 
came to north Texas in 1891, and in 
1896 opened his own dry goods busi- 
ness in Dallas. 

W. A. Green, Jr., and Holmes Green 
took over the reins after the death of 
their father in 1923. Both sons saw 
service in World War I. The firm 
has adhered to a policy of selling only 
goods of known quality at reasonable 
prices. Known as the “Friendly De- 
partment Store,” Green’s is one of the 
very few home owned business firms 
to survive a half century of competi- 
tion in Dallas. 

John Willis, manager of the shoe 
department at Green’s started with the 
firm as buyer of shoes in 1918. Now 
covering the second floor and requiring 
83 employees, his department had only 
8 shoe salesmen when he began 28 
years ago. 





Remodel Men’s Shop 


HARRISBURG, Pa.—Remodeling of the 
London Boot Shop, here, owned by 
Fred Freidman, well-known Harris- 
burg shoe merchant, has recently been 
completed. 

The store is well-lighted with fluores- 
cent fixtures in the ceiling. Merchan- 
dise is carried in attractive brown- 
stained mahogany shelves. An inset 
with an electric lantern permits a dis- 
play of shoes between the shelving. At 
the bottom of the inset, a slanted mir- 
ror at the base allows the customer a 
good view of the shoe he is trying on. 
A new midnight blue carpet lends con- 
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CHILDREN'S SANDALS 


9 Oe Fe OF Le oe 


UNLINED ELK SANDAL 














White t:x.—6rown Elk 
Sizes: 5-8, 82-12, 12V¥e-2 
36 prs. to a run of color to case 


Look for us at the Augusta and Columbus Shows! 


POLONER SHOE CO. 


156 Decne Street, New York 13, N. Y. 


CHILDREN'S SANDALS — 
CHILDREN’S LEATHER SANDALS 


frown Non-Marking Rubber Sole 


COLORS: 
BROWN, RED 













$4.47% 


No. 850 
SIZES: 5-12: 1249-2 sd Belin Half Sizes 


Termes et to awe? -0.8., H. ¥. 
36 pr. enses—Min. Order 18 prs. of color and size run. 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 











trast to the other fixtures in the room. 
Chairs are chrome with blue, green, 
red and yellow upholstery. 





New Firm to Operate 
Shoe Departments 


Los ANGELES, CAL.—A_ new firm 
composed of K.. Ricker, and J. E. Spain 
has been formed under the name of 
the Ricker-Spain Corporation. Mr. 
Ricker was better shoe buyer for Bul- 
lock’s for 23 years before becoming 
assistant merchandise manager for 
that store and later for J. E. Spain. 
The latter owns shoe departments in 
San Bernardino, Pasadena and San 
Diego. 

The new firm plans to open high 
grade, specialty casual shoe depart- 
ments in better women’s specialty 
stores on the West coast. The location 
of the main office has not yet been de- 
cided but will be either Pasadena or 
San Bernardino. 
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900 Slept Through 
His Efforts 

Boston, Mass.—Though appointed to 
the staff of the New England Shoe and 
Leather Association to head up the as- 
sociation’s Customer Adjustment Bu- 





WILLIAM F. GAFFNEY 


reau, on the shoulders of William F. 
Gaffney was the job of getting hotel 
rooms for visiting buyers during the 
recent New England Shoe Market 
Week. Despite the fact that he was 
faced with almost impossible odds, Mr. 
Gaffney was successful in securing 
sleeping accommodations for nearly 900 
men who otherwise would have been 
unable to stay more than one day. 
Guests were spotted in hotels all over 
the city—20 or more. 





Announce Space Plans 
For Shoe Fair 


New YorkK—Because of the large 
number of queries concerning the Na- 
tional Shoe Fair, to be held in Chicago, 
October 28 through 31, the fair com- 
mittee has asked exhibitors to withold 
checks or requests for display space 
until they have received official appli- 
cations which will be mailed June 1. 
The National Shoe Manufacturers’ As- 
sociation and the National Shoe Retail- 
ers’ Association, joint sponsors of the 
fair, have made known that all appli- 
cations are subject ‘to approval and 
acceptance by the joint committee. In 
addition, “the right of cancellation of 
rooms assigned, or the closing of any 
display rooms is reserved by the com- 
mittee if any condition is violated or 
any use of rooms or conduct is deemed 
inconsistent with the standards set by 
the committee. Under such circum- 
stances, no further liability on the part 
of the committee, the management of 
the National Shoe Fair, or the two as- 
sociations will be incurred other than 
notice and the subsequent refunding 
of the registration fee. 

“Hotel rooms assigned for display 
purposes will be in accordance with 
rooms blocked out by the participating 
hotels and made available for this pur- 
pose to the National Shoe Fair. Rooms 
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Sntroducing 


COLORS 


NATURAL, ROYAL BLUE, 
RED, PINK, WINE, BABY BLUE 


TWO SIZE PACKINGS 
4to 8 5 to 12 


$1.95 a pair 


os 
Also Made For The 
First Time—Bunny Slippers in 
GENUINE MOUTON 


LAMB 
Sizes 5 to 12 
$2.45 a pair 
e 


36 Pair To A Case 
Assorted Sizes 
Terms: 2°%/, 10 Days 





Some territories still ovailable 


clientele. 


146 WEST 26m STREET 








caliber sales representatives with quality 





CUDDLER 


Pat. No. 2,389,554 


10 
REASONS 
WHY 


“CUDDLERS” 
ARE 
“TOPS” 


|. Finest Quality Electrified Shearling 
2. One Piece Uppers—No Back Seams 


3. Bunny's Head Integral Part of Upper 
—Not Just Stitched On 


4. Genuine Leather Outer Soles 
5. Genuine Lamb's Wool Insoles 


6. Nylon Stitched Throughout For Extra 
Wear 


7. The Only Bunny Slipper Made That 
Assures Shoe Size Fitting 


8. Extra High Cut For Snug Fitting 
9. Individually Gift-Boxed 
10. Sold Through Exclusive Stores Only 


Newspaper Mats & Cuts Furnished On Request 


Exhibiting in Room 824, 
Morrison Hotel, Chicago 
May 4, 5, 6, 7 


to high- 


New YORK 1, N.Y. 





will be assigned by the National Shoe 
Fair Committee to individual exhibi- 
tors upon receipt of signed applications, 
together with one-half of participation 
fee.” 

The plan stipulates that the two- 
week period, June 1 to June 15, will be 
set aside for those members of NSMA 
who exhibited at the 1944 show to make 
first reservations and room selections. 
Also, during this period NSMA mem- 
bers may express preference for rooms 
or exercise option on rooms occupied by 
them at the 1944 show, providing such 
rooms are available for the 1946 show- 
ing. 

The period June 17 to June 29 is re- 


served for applications of NSMA mem- 
bers not eligible for options or those 
who do not choose to exercise options. 
On July 1, applications will be mailed 
tv non-members of NSMA who ecxhib- 
ited at the 1944 shoe fair. Rooms will 
be assigned to non-members who did 
not exhibit at the 1944 show in the 
order of their receipt after July 10. 





Open New Store 


MANCHESTER, N. H.—Thomas Shoes, 
Inc., has opened a new store at 370 
Chestnut Street, this city. The estab- 
lishment is featuring women’s, misses’ 
and children’s footwear. 
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RUBBER SUEDE SPONGES 

















gust tam » « « Assorted colored 
Spo excellent for cleaning 
SUEDE or (FABRIC Shoes ... also 
stocked in black ... Write for samples 
and price. 


LYONS & COMPANY 


Quality Shoe Store Supplies Since 1900 
120 Duane Street New York 7, N. Y. 
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¢ SHOE BEAUTIFIERS - 


DANIELS 


Daniels Scoops Again! 

No. 118 Glamour Wings 

Black, Blue, Brown Calf. 
Suede. 





Made in Poeet 

Black, Brown, 

Studded with eg Silver or multi-colored nailheads | 
All Ornaments with Clips 


$1.25 per pair =— 
IMMEDIATE DELIVERY 

Samples of other styles on request 
DANIELS MANUFACTURINGCO. 
5403 - 18th Avenue, Brooklyn 14, N. Y. 
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MOCCASINS 


GENUINE HAND-SEWN 


YOUTH’S MOCCASINS 


FULL CHROME UPPERS 
ORTHOPEDIC BROWN SOLES 


$2.40 
IMMEDIATE 

DELIVERY 
IN STOCK 


Youths’ Sizes 11 to 1 
As above — Machine Sewn $1.85 
Write for folder—Slippers, Bowling Shoes. 


CONJOR SHOE COMPANY 


CO. 7-7972 
New York 7, N. Y. 
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287 Broadway 
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CLOSET SHOE BAGS 
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Quality Suede Cloth, solid colors and color 
combinations. One size for Men's and Ladies’ 
Shoes—12 pockets . . . $22.80 per dozen. 
Kiddie size holds 4 pairs of shoes. Stocked 
wine, blue and red with cute 
nursery acters embossed on each 
pocket. Priced at $10.80 per dozen. 


LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, WN. Y. 


QUALITY SHOE STORE SUPPLIES a ‘s Years 


colors 











Plans Million Dollar 
Expansion 

Houston, Texas—Shoes for the en- 
tire family, from infant to grand- 
father, will be included in the new 
million dollar expansion program of 
Battelstein’s, Inc., with one entire floor 
devoted to women’s shoes, another to 
those from tots to teens, and still an- 
other to provide for the wants of men 
and boys, according to an announce- 
ment by Philip Battelstein, founder. 





exterior 


streamlined 
planned for the new Battelstein's, Inc., 
Houston, Texas, is part of a million dol- 
lar project which will include elaborate 
shoe salons from toddlers to granddads. 


This modern 


The store, which now occupies five 
stories on one of Houston’s busiest 
streets, will include 11 stories when 
completed. Work will get underway as 
soon as steel is delivered. 

According to the founder, the in- 
terior will include a complete new 
front, new windows, a modern marquee 
and a new exterior facing for the 
building. 

Particular attention has been given 
shoe departments. One entire floor will 
be devoted to a women’s shoe salon, ac- 
cording to Harry Battelstein, vice- 
president in charge of all women’s de- 
partments. Unique arrangements pro- 
vide for four or five individual shops 
which will carry evening styles, tai- 
lored styles, boudoir slippers and the 
dressier types of shoes. “The salon will 
truly be elaborate and all stock will be 
concealed,” he asserted. 

Mr. Battelstein also pointed out that 
the Nettleton Shop for men will be 
greatly enlarged and will be located on 
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“OUTDOR-EES" 
Simulated Leather 
with platform 


#5505 
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T-STRAP saunas 


Leather Sole 


COLORS: All over White, Beige, Red, 
ent, Brown. 
SIZES: 4 to 9 (half sizes) M width. 
Packed 36 pr. te ease, assorted sizes. 
Minimum orders (8 pr. per eoler. 


Immediate Delivery 
WILLIAM COHAN 


— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 
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BUILD UP YOUR KIDDY BUSINESS 


Give-Aways for Boys and Girls 
BALLOONS—COMIC BOOKS—MARBLES 
Wire or Write Today for our Low Prices 


NATIONAL SALES CO. 


7403 So. Euclid Ave., Chicago 49, Illinois 








the second floor. Also the children’s 
shoe department will be enlarged and 
located in the boys’ shop on the third 
floor. 

The new expansion program is 
Battelstein’s fourth since 1923, the last 
being in 1937 when new departments 
were added, including women’s ap- 
parel. Prior .to that,.date it was 
strictly a man’s store. Philip Battel- 
stein has been in business in Houston 
for 48 years, having moved to his pres- 
ent location in 1923. 

Other members of the firm include 
A. M. Battelstein, president; Harry I. 
Battelstein, vice-president; and Ben D. 
Rattelstein, secretary and treasurer. 
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BEN ORLICK 


New Yorx’s Live Wire 
AT ONCE DELIVERY 


Quality Plastic Patent Play Shoes 
California Process 


Nailhead Studded 


$3.12 


Net 10 days 








| 








18 or 36 pair lots Sizes 4/8 or 5/9 | 


Style 1723 Cherry Coke Plastic | 
Patent 
Style 1716 Black Plastic Patent 


Style 1722 Black Suedine 
Style 1711 Smooth White Leather 


134 W. Broadway, New York 13, N. Y. 





Veteran Shoe Man 
Opens Store 


Derroir, MicH.—A new neighbor- 
hood store under the name of Lloyd’s 


| 
| 


| 


| 
| 


Shoe Store has been opened in the | 
Northwestern section, here, by Lloyd | 
E. Hessenaur, who comes from a real | 


shoe family. The store features 
women’s and children’s lines. 

Mr. Hessenaur is one of seven 
brothers in the shoe business, of whom 
six are still active in the field. He isa 
younger son of the family, 
started as Hessenaur and Son in 
Kitchener, Ont., some 40 years ago, 
where he started to sell shoes at the 
age of 10. He has been in Detroit since 
1923 and for the past several years was 
a store manager for the Boston Shoe 
Stores, Detroit chain, until he left to 
enter war work at Willow Run. 


which | 


Lloyd’s is located in a new one-story | 
concrete block building. The front fea- | 


tures a two-tone mottled tan, of ma- 
cotta, with the window base finished in 
deep brown macotta. 

The principle interior color is gray 


tc contrast with the natural finish of | 
the rear of the windows, which fill the | 


front of the store. Carpeting is in a 


deep rose tone. 


Windsor chairs, three love seats with 
blue and rose figured patterns, 
other scattered 


chairs in blue and 





Modern decor is used in the new Lioyd's Shoe Store in the northwestern section 
of Detroit. A seven foot partition in the rear separates the stockroom from the 


sales room. 


rose patterns with light maple finish 
dominate the store. Fitting stools are 
upholstered in navy blue. 

At the rear a partition wall extends 


to a seven foot height, with papering 
of gray, white, and red striping. Foot- 
wear is entirely concealed in a capaci- 
ous, rear stock room. 





Firm Chartered 

HARRISBURG, PA.—Hermann’s Shoes, 
Inc., 6 North Third Street, dealing in 
shoes and leather goods, has been 
granted State corporation registration 


May !. 1946 


with a capitalization of $100,000, con- 
sisting of 1000 shares at $100. The in- 
corporators are Herman Latt, Alda 
Reba Latt and Margaret P. Gipple, all 
of Harrisburg. 


Scattered mahogany | 


and | 


| 











help them to wal 


more youthfully. Slip 


« No metal 
. Feather-light 


BURNS CUBOID COMPANY 
BOX 658, SANTA ANA, CALIF 





50 Million readers 


Mostly Your Customers 


will read the above ad which tells 
the story of California CUBOID 


Foot Balancers in these magazines: 


@ GOOD HOUSEKEEPING 

@ WOMAN'S HOME COMPANION 
@ LADIES’ HOME JOURNAL 

@ HOLLAND'S 


And in 200 NEWSPAPERS over 
the signatures of the best stores in 
the Nation. 


NEED WE SAY MORE? Perhaps 
we can arrange a contract so that 
you, foo, may join this select 
circle. Write to 


JAMES H. SEWELL, Pres. 
Burns Cuboid Company 
Box 658, Santa Ana, Calif. 
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lassic | ‘Ae wher- 
vera d box tc “4s rec red Celastic 
answers the need of the shoe manufacturer 
for careful definition of toe outline. It’s the 
responsiveness of Celastic to the toe lines of 
the last, its structural strength, that make 


Celastic important to toe styling. 





ResT IC 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Vows of the SACS and Supliers 


McCarthy Named Wright 
Vice-President 


ROCKLAND, Mass.—E. T. Wright & 
Company, Inc., has announced the elec- 
tion of Leo McCarthy as vice-president. 
Formerly advertising and promotion 


. 





LEO McCARTHY 


manager, Mr. McCarthy has been with 
the company for 32 years. 

During World War I, Mr. McCarthy 
held the commission of lieutenant in 
the U. S. Army Air Force and served 
as combat pilot with Squadron Eight 
in France. In World*War II, he served 
with the Coast Guard Temporary Re- 
serve. : 


Since joining E. T. Wright & Com- 


pany, Inc. in 1914, he has been active 
in practically all phases of the com- 
pany’s operations — stock, credit, ac- 
counting, advertising and sales, includ- 
ing a year in Cuba with the export 
department. In his present capacity, 
he will continue to direct the advertis- 
ing and promotion activities of Wright 
Arch Preserver Shoes for men. 





Resigns to Form 
New Company 


New York — Ralph Walton has re- 
signed as vice-president of Joyce, Inc., 
in charge of the New York office, to 
form his own firm, the Walton Com- 
pany, which will be a sales, merchan- 
dising and promotion outlet for Ed- 
ward Roberts, Inc., Haverhill, Mass. 

The Walton Company will feature 
soft leather shoes in keeping with Mr. 
Walton’s belief that for city wear, soft, 
yet sturdy and attractive footwear will 
prove most satisfactory. 

Manufacture of all types of men’s 
shoes in soft leathers is planned with 
the addition, later, of children’s casuals 
and juvenile types. 

The firm will open an office on the 
8ist floor of the Empire State Build- 
ing approximately June 1. 





Friends Honor Shoe Man 


Los ANGELES, CAL.—A group of close 
personal friends gave Harry J. Evans 
a surprise luncheon in the Persian 


room of the Los Angeles Athletic Club 
in celebration of his 53rd birthday- 
Personal gifts, cards and wires from 
those present and those who remem- 
bered the occasion enlivened the affair. 
Present were Frederick Kayser, Jack 
Goddard and O. H. Falkenstein, all of 
Wetherby - Kayser Shoe Co.; Joseph 
Ferguson, Gold Cross. Shoe Store, 
Hollywood; John Amestoy; Jack Evans, 
U. S. Rubber Co.; Carl Johnson, Krip- 
pendorf-Dittman; Dr. Alexander 
Olincy; Dr. David Weislow; Charles 
Van Arsdale; James Thompson, Selby 
Shoe Co.; K. Ricker, Ricker-Spain 
Corp.; E. B. Steere and Ott Launer, 
J. P. Smith Shoe Co.; Martha Weisler, 
Martha’s Advertising Service; E. T. 
Reedy, I. Miller & Sons; and Harry R. 
Terhune, Boor AND SHOE RECORDER. 





Plans to Open Factory 


Boston, Mass.—Wilfred L. Le Brun 
of Wakefield, Mass., former Chief of 
Buying and Production Branch, Pro- 
curement Division, Boston Quarter- 
master Depot, was recently relieved 
from active duty with the rank of 
lieutenant-colonel, and is now making 
final plans for the opening of his new 
factory, the Modern Adhesive and 
Chemical Co., of Malden, Mass. 

The plant will be opened under a 
three-way partnership, including Lt. 
Col. Le Brun, Lt. Col. Rollins H. Fos- 
ter, also of the Boston Quartermaster 
Depot, and Lt. Charles B. Willis. 





Footwear for Indoor and Outdoor Wear for the Younger Customer 





Left—Three children's shoe types offered by St. Louis 
shoe manufacturers for this coming back-to-school season. 
Left to right: Ghillie lacing on a four-eyelet blucher with 
wall toe and creased vamp; Poll Parrot from Roberts, John- 
son & Rand. A ballet model with attractive drawstring 
detail; Red Goose from Friedman-Shelby. Brown and white 
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moccasin oxford with scalloped eyelet-stay; Playful Shoes 
from Weber. Right—Slippers for youngsters ape grown-up 
models in style appeal. Here are two developed by Jant- 
zen of Hollywood. Left, a wooly open back model with fur 
trim, and contrasting platform; right, a version of the pop- 
ular ballet, done in wooly fabric with colorful platform, 





Take Over New 


Becomes Partner in 
Father’s Firm 





A veteran of nearly 20 years in the 
shoe business, Mr. Senior recently 
severed his connection with the Foot- 


Factory Buil > New York—Fred Poloner, long as- W®™ Division of B. F. Goodrich Com- n 
sociated with his father, David Poloner, P®"Y: He enjoys a wide acquaintance te 
Sr. Lovis.—The Hamilton Scheu & i" Poloner Shoe Co., has joined the *” his new territory ger ge includes 
Walsh Shoe Co. is preparing an ex- *t™ 48 @ partner. For the past five Sten Geen lacho aul 
: ‘ years he has handled the selling activi- , ’ 
pansion program. The firm has an- In his new capacity, Nevada. 


nounced that it will take over a new 
building in St. Louis, which will mean 
increased production after production 
restrictions are lifted. 

The company is moving out of its 
novelty factory, where it is now manu- 
facturing the Penaljo Soubrette and 
Classic lines. Removal to the new build- 
ing at 2107 Lucas Avenue has already 
begun. A six-story building with base- 
ment, it has about 82,000 square feet 
and will also house the sole leather 
plant, formerly located at 5811 Man- 
chester Avenue. The new factory is 
near the downtown St. Louis district, 
only a block from the large building 
leased by Joy Shoemakers. It was con- 
structed originally for the occupany of 
McElroy Sloan Shoe Company. 

The manufacture of Penaljo Play 
Arch casuals will continue in the pres- 
ent plant, 4060 Forrest Park Blvd., 
where are housed the general houses 
and salesrooms. Because the new loca- 
tion is convenient to the St. Louis mar- 
ket and close to the downtown area, 
busses and Union Station, the offices 
and salesrooms will be moved to that 
building from the 4060 Forrest Park 
Blvd. plant, thus enabling the produc- 
tion in the Penaljo Play Arch plant 
to be almost doubled, when the mate- 
rial and labor supply eases. 

Production possibility at the new 
plant, which will manufacture high 
style shoes only, will be about 5,000 
pairs a day. Present plans will make 
the p!ant one of the most modern and 
best equipped in the St. Louis area. An 
additional 500 employees will be hired. 





Company Incorporates 
And Changes Name 


SEDALIA, Mo.— The Timber Queen 
Shoe Company here recently incor- 
porated and changed its name to the 
Thomasetti Shoe Compahy. The firm 
is headed by George Thomas. Mr. 
Thomas has opened new offices and 
sample room in the Syndicate Trust 
Building, St. Louis. Jack Cohen is in 


charge. 


Shoe Man Weds 


PHILADELPHIA, Pa.—Karl Camitta of 
the Camitta Shoe Company was mar- 
ried last month to Miss Hilda Nevison. 
The ceremony was performed at the 
Camitta family residence and the 
couple departed immediately for a 
Florida honeymoon. 


ties of the firm. 
Mr. Poloner will continue his sales and 
advertising responsibilities, and will 
devote much of his time to promoting 
the company’s line at style shows 
throughout the country. 





New Edwards Representative 
On West Coast 


PHILADELPHIA, Pa. — Joseph Mc- 
Bryan, vice-president in charge of sales 
for J. Edwards & Company, makers of 
children’s footwear, has announced the 





R. WILLIAM SENIOR 


appointment of R. William Senior as 
the company’s sales representative in 
the Northwest. 





Andrew Geller to 
Erect Building 


New York—Continuing the uptown 
trend of fashionable shops here, 
Andrew Geller Shoes has acquired title 
to the property at 16-18 West 57th 
Street where the firm will construct a 
six-story building, according to Andrew 
Geller, president of the company. 

The new building, which will be 
begun as soon as current construction 
restrictions are lifted, will have a 50- 
foot frontage and a depth of 100 feet. 
Buildings now on the site are to be 
razed. A shoe salon will occupy the 
main floor and other fioors, for which 
plans have not been completed, will 
house a variety of fashionable ready- 
to-wear merchandise. 

The prospective move will in no way 
affect the operation of the company’s 
Fifth Avenue shop, Mr. Geller said. 





Build New Factory 


St. Lours—Samuels Shoe Co. has be- 
gun construction of a long-planned, 
new factory at Pattison Avenue and 
Kingshighway Boulevard to be com- 
pleted within six months. 

Located near the company’s present 
plant at 1717 North 25th Street, 
Theodore R. Samuels, president, said 
the addition will provide 28,000 more 
square feet of space. 





Display Features New Shoe Machines 
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Boston, Mass.—An array of new machines, designed for use in the postwar shoe 
world, featured the exhibit of the United Shoe Machinery Corporation ef the 
Boston Shoe Market Week. A corps of technicians was on hand at the Stetier 
Hotel, where the show was held, to demonstrate them to interested masefactarers 


aad retailers. 


Mr. Camitta is a popular figure in 
the shoe industry here. He is associ- 
ated in the firm with his brothers, J. 
Earl and Edward. 
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Veteran Returns to Sales Staff 


NewakRK, N. J.—Johnston & Murphy 
has announced the return of Com- 
mander Arthur B. Poole, SC, U.S.N.R., 
to the sales organization, after 54 





ARTHUR B. POOLE 


months af active duty in the service. 

Comdr. Poole, a reservist since 1940, 
went on active duty in July 1941 as 
Officer in Charge of Shipping and 
Packing at the Supply Department, 
U. S. Navy Yard, Brooklyn, N. Y. In 
1945 he was stationed at the Naval 
Supply Depot, Guam, M. IL. as Ex- 
ecutive Officer of the Electronics Sup- 
ply Branch. 

Mr. Poole returns to his former sales 
territory in the South and East. 





Indoor Footwear Firm 


Takes New Quarters 


BROOKLYN, N. Y.— Harry Frankel, 
president of International Footwear 
Company, Inc., which manufactures 





HARRY FRANKEL 


women’s indoor footwear, has an- 
nounced the firm’s move from Kosciusko 
Street to new quarters at 121 Ingra- 
ham Street. 

A complete line of new machinery 
has been installed in the plant which 
provides a total area of 15,000 square 
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BETZY CROSS 
ANNA BELLE 
SOCIETY GIRLS 
JOY-STEPS 


that mean the best in 
Infants’, Children’s, Misses’ 
and Teen-Age Shoes 


BRANDS 


ALL 








made nationally famous by - 


138-140 
DUANE ST. 
NEW YORK 


13, N. Y. 





feet. The move makes possible the 
production of 100 cases of footwear 
daily. 

The factory is airy and light from a 
continuous row of windows on all four 
sides of the building. In addition, 
fluorescent lighting has been included 
in the renovation. Fifty people are 
employed. 

The company’s annual dinner party 
was held last month on the roof of 
Hotel St. George, here. As well as 
marking the firm’s recent move, the 
affair was also held in celebration of 
Mr. Frankel’s birthday and employees 
presented him with a portable radio. 


Firm Name Changed 


New York—S. Spira has made 
known that the firm name, Skippy San- 
dal & Slipper Company, has been 
changed to the Skippy Footwear Com- 
pany. The change became effective 
April 5 and in no way alters policy. 





Changes Company Title 
MALONE, N. Y.—The firm title, Con- 
solidated Slipper Corporation, has been 
changed to Consolidated Footwear Cor- 
poration. The announcement comes 
from Paul D. Earl, president of the 
company. 
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“LYCO” seamless sole, elastic top, snug 
fitting heel, one Seats as 
elane. 5 per dozen pair 


se” Rayon . 
mality Cottom ....... 

‘acked in 6 dozen SE e iepley Sraneer 
Easel or in dozen boxes... sizes 84 to 11. 
LYONS & COMPANY 

120 Duane St., New York 7, N. 
Qeatihy Ghee Shee Sagi ter 4 Years 
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“GLAMORIZERS” || 





.™ 









BOWS 2191 
Plastic Patent. Genuine 4 Navy, Red, 
Army Russet, Town Brown Calf. Black, 
Brown, Navy, White Suede. Studded with 
Gold Nailheads. 


$10.00 per dozen; 12 pairs min. order. 





ACE BOWS, 
212 20th Street Brooklyn 32, N. Y. 

















JOBS 


be etiam, 


OVER A QUARTER CENTURY 
a 


ON THE FLOOR 


IMMEDIATE DELIVERY 


MOSINGER BROS. 
1235. WASHINGTON AVE., ST. LOUIS, MO. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5198-) 
79-81 Reeds St., New York 7, M. Y. | 














Buy Savings Bonds 
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What’s New 


—— 


New Material Withstands 
Rugged Wear 





Akron, Ohio—Waiting for the time 
when natural rubber becomes more 
plentiful, the Chemical Products Division 
of Goodyear Rubber Company is ready 
te go inte production on a new Pliofilm 
fabric, waterproof, scarproof and tough. 
Dorothy Schoner of Akron is shown with 
experimental matched luggage, purse, 
shoes, garment bag and upholstered 
chair featuring this new fabric. 





Develop Nylon 
Plastic Sheets 


WILMINGTON, DeL.—The Du Pont 
Company diselosed recently that it is 
manufacturing experimental lots of a 
solid nylon sheeting which, because of 
its toughness, is expected to provide 
outstanding durability in ‘leather-like 
applications. 

This experimental development has 
reached the point where it is believed 
it will eventually open an entirely new 
field for nylon. The material was shown 
to the public for the first time at the 
National Plastics Exposition held last 
month at Grand Central Palace, New 





New Wallet Features 
Secret Pocket 





A man's wallet with a secret pocket 
which comes in siunkskin and three 
shades of genuine calfskin. All have 
double laced edges which will not break 
or pull and are hand made throughout. 
Distributed by Altman-Blue, Los Angeles, 


by 
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WOMEN'S CASUALS 





WOMEN’S ELK LEATHER GHILLIES 


Combining Style 

and Comfort 

IMMEDIATE 
DELIVERY 


$2.80 


per pr. 
Net 10 days 


California Process—Hard Leather Soles. 
RED or WHITE. Sizes: 4 to 9%. 36 pr. cases. 
Please order equal quantities each color. 


ALLIED FOOTWEAR COMPANY 


154 Duane Street New York 13, N. Y. 


| 









No. 730 


Colors: 





York City. It will not be available until 
some production problems are solved 
and manufacturing facilities con- 
structed. 





Brown Company 


Annual Statement 


BERLIN, N. H.— Brown Company, 
preducer of pulp, paper and allied 
products, shows a consolidated net 
profit, after taxes, of $1,219,808 for the 
year ended Nov. 30, 1945, as compared 
with $1,298,244 for 1944 and $1,126,415 
for 19438, in its annual report released 
by Frederic G. Coburn, president. 

The report outlines a program for 
the improvement and modernization of 
the Company’s mills in Berlin and Gor- 
ham, New Hampshire, including a new 
sulphate pulp mill with an initial ca- 
pacity of 60,000 tons per year, mod- 
ernization of the part of the present 
Burgess sulphite pulp mill devoted to 
the production of specialty pulps, in- 
stallation of a new 196 inch towel pa- 
per machine in the Cascade paper mill 
at Gorham, N. H., and modernization 
and expansion of paper towel conver® 
ing equipment in the latter mill. 


Gadget Mailing 


St. Louis, Mo.—Continuing their 
usual practice of a “gadget mailing” 
to customers prior to the time their 
salesmen leave with new lines, the 
Winthrop Shoe Company has sent .out 
a bright red card depicting prize-fight 
ring, and bearing the inscription. “Win- 
throp packs a wallop.” It reads, “TI’ll 
be in to see you soon. Consider this 
your ticket for a ringside seat,” and 
is signed by the salesman. 
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GERDA peau 


The Liveliest Member Of A 
Lively Family 


No. 551—Women's 
Genuine Mexican 


Huarache . 


ri 


Immediate Delivery 


All Leather Uppers 
ond Leather Soles 


Sizes: 4-9 


encHAs, 











Minimum Order 18 pairs 


Displaying in Room 707 
Hotel New Yorker, N. Y. 
April 27—May 2 





> 


s13s | 


Also in Red 


$1.95 


Terms: 
Net 10 days | 
F.O.B. N. Y. 





ts 


Current rave of the huarache crowd | 2/10 Net 30 

—this number 4s selling like wildfire. | onpen 
Remember it is only one of the complete Cuca | BY 
Rochas sandal line. ORDER TODAY. MAIL 


‘ GERDA 





186 DUANE STREET + NEW YORK 18, %Y. 


COMPANY 





GET ABOARD FOR A QUICK PROFIT ITEM! 


mEN’S PULLMAN SANDALS 


OL 


U.S. LUGGAGE & LEATHER PRODUCTS CO. 


29 West 34th Street, New York 1, N. Y. 





ae 






No. 146/10, Alligator grain fabri- 
koid. Brown only. Waterproof, will 
not crack or peel. Comes in matching 
case which closes with flap and snaps. 
Sizes small, medium and large. 
Packed one dozen of a size to a box. 
Ideal for beach, home, train, hotel, etc. 


Mat Available 











Useful Booklet on 
Retail Shoe Selling 


CHicaco.—Under the title, “This 
Day Has Passed,” J. P. Smith Shoe Co., 
makers of Smith Synchro-Flex shoes 
and British Walkers, have issued a 
useful little booklet for the retail shoe 
salesperson, containing, in condensed 
form, a vast amount of helpful in- 
formation about the fitting and selling 
of shoes. By no means the least effec- 
tive feature employed in this booklet 
to put over the story of correct shoe 
fitting and better salesmanship is the 
clever use of cartoon-style illustrations 
on every page. 

“Yes, the public has taken a terrific 
beating from many retail salespeople 
the past few years,” the booklet be- 
gins, and this statment explains the 
title. But “the worms are now turn- 
ing, becoming full-grown lions, ready 
to maul the retail salesperson who fails 
to treat them as the royalty of the 
realm, which they are.” 

The booklet proceeds to discuss some 
of the attributes of good shoe salesman- 
ship, as follows: A friendly, interested 
approach; undivided attention (one 
customer at a time) ; thorough, depend- 
able knowledge of feet, fashions and 
fitness, lasts, patterns, materials and 
construction; careful fitting always 
and all ways; self assurance, without 
arrogance or familiarity; intelligent 
suggestions; sincerity and honesty; 
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Unusual Exhibit at Boston Show 
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Boston, Mass.—An unusual shoe display, in shadow-box effect against a back- 


ground of 
af Boston Shoe Market Week. 


wder blue featured the exhibit of Compo Shoe Machinery Corporation 





cleanliness, neatness, wide-awakeness; 
cheerful, courteous leave-taking (even 
if you missed the sale). 

The booklet includes, in addition to 
pointers on good salesmanship, a con- 
densed outline of foot anatomy, a 
resume of the role of fashion in shoe 
selling, a chapter on construction as 
the keynote of shoe value and brief 
summations about lasts, patterns and 
materials. Any retail shoe salesman 


should be able to improve his technique 
and “up his sales curve,” by reading 
and re-reading this booklet. 





Opens West Coast Office 


Los ANGELES, CAL.— Tony Thomas 
now has offices in the Haas Building 
for his line of Thomasetti Shoes. He is 
covering the West Coast for the Se- 
dalia, Mo., factory. 
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X-RAY SHOE FITTERS 
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PRIMEX ....:.... 


| most imitated shoe fitter. 
Our circular tells you why 
Ree es © 6 


PRIMEX EQUIPMENT CO. 
135 Se. LaSalle St., Chicago 3, Il. 
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CHILDREN'S SANDALS 











= Sli idle ee ‘i dl 
CHILDREN’S LEATHER 
wearing 
with Rubber Heels 
At Once 
Delivery 
$4.55 
ronan € 
coon EOP, SY St, Sisk 


Look for us at the Augusta and Columbus Shows! 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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MEN'S SLIPPERS 
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Men's Kid Vamp Opera Slippers 


IMMEDIATE DELIVERY 


$1.50 


per pair 












Padded Chrome Leather , Rubber Heels 
BROWN OR BLACK Sizes: 6-1! 

As Above in Boys, No. 972 

Brown Only, Sizes 2-6............... $1.45 | 


36 pr. cases. Min. Order 18 prs. of color 
ALLIED FOOTWEAR CO. 
54 Duane Street 


New York 13, N. Y. 
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WORK SHOES 








Men's Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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Veterans Returns to Sales Staff 


WAKEFIELD, Mass.—The L. B. Evans’ 
Son Company has announced the re- 
turn of McLain Russell to its sales 
staff. Mr. Russell reveived a Marine 





McLAIN RUSSELL 


Corps decoration as well as an Army 
decoration while serving with the Air 
Corps in the South Pacific Theater. 

He will cover his former territory in 
Kansas, Iowa, Nebraska, Missouri and 
Oklahoma. 





Firm Buys Five-Story Building 


New YorK.—The Lester Pincus Shoe 
Corporation has purchased the five- 
story building on Duane Street which 
has housed the firm since 1940. The 





LESTER PINCUS 


purchase price was $95,000 with a cash 
payment of $50,000 up to the first 
mortgage. Mr. Pincus explained that 
complete possession would not be pos- 
sible until May, 1947, when leases of 
other tenants expire. At that time, a 
total of 40,000 square feet of floor 
space will become available. 

In addition to the recent purchase 


hi 


HUARACHES 
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FIRST GRADE OAXACA WEAVE 


GUADALAJARA 
HUARACHES 











SPECIAL PURCHASE 


| Split insole and split outsole. Packed 

36-pair cases, sizes ¥% or 4/8—F.0.b. 
et A WS in digs de acento ge $1.50 
5-case lots—f.o.b. Laredo, Texas $1.45 


Terms: Net 10 Days. Immediate Delivery 


SALLY SHOE CO. 


503 No. 12th Bivd. St. Louis 1, Mo. 
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DISPLAY SHOE FORMS 


~~ 











CELLULOID — ladies’, misses’, children's — Gesh 
color varied heel heights and sizes—immediate 


Gelivery. 

Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 

men's or women's—attractive. ; 
Write for samples or details 


LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















Mr. Pincus made known plans to open 
branch offices in two cities in this 
country and one in London toward the 
end of the current year. These will 
augment already established offices in 
Chicago, Los Angeles and Dallas. 

The company manufacturers women’s 
and teen-age style shoes with particu- 
lar emphasis placed on prometion of 
the latter. “We feel there is an im- 
portant market in style shoes for 
young women of teen age,” Mr. Pincus: 
said, “and we are playing that market: 
heavily by devoting a large part of 
our national advertising to it.” 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 70] 


type of shoe is showing an increasing 
demand, John C. Plunkett said, and 
looks like a big seller here. Patent 
pumps are in big demand; the Easter 
demand was especially heavy for pat- 
ents. These shoes, incidentally, afford 
the opportunity to sell attractive orna- 
ments to go with them. 

Flats are in big demand in local 
stores also. White shoes prove the 
big item for Summer, in both spec- 
tators and casuals. 

> * * 
INDIANAPOLIS FEELS PINCH 
OF LOW STOCKS 


MERCHANTS in Indianapolis are 
handicapped by the serious shortage 


of both men’s and women’s footwear, 
and deliveries are from six to eight 
weeks behind schedule. Stocks in 
shoe stores are at a low ebb. There 
is no relief in sight, and none what- 
ever of increasing quotas. 

Men are more patient and willing 
to accept anything than are women, 
and they change willingly from their 
customary line for whatever is avail- 
able. Demand is high for all classes 
of sports footwear; loafers in tan 
especially are moving as fast as they 
are unpacked, with the better grades 
m the lead. 

Black patent with platform soles 
and high heels for women are favor- 
ites. There is a scarcity of calfskin 
models. Open styles predominate in 
all styles. Dressy shoes, nail studded, 
in brown and black platform styles 


with high ankle strap, are readily ac- 
cepted. 
eo &@ © 
CINCINNATI DEMAND 
CONTINUES UNABATED 


Reports from the Cincinnati retail 
shoe trade indicate that stores are 
finding the buying demand continuing 
unabated, while inventories are “van- 
ishing as fast as the merchandise 
comes in the back door.” 

Several prominent shoe retailers ex- 
pect that “The way things look, 1946 
will be an all-time record-breaker for 
volume in the Cincinnati area.” Some 
1etailers were hopeful that manufac- 
turers will be able to increase produc- 
tion, in which case inventories may in- 
crease. They listed this as “merely a 
hope,” and none was willing to go be- 
yond that. 








This Handy 


STOCK RECORD BOOK 


—and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 


Black Cloth binder—11%" x13%” ..... $2.50 
100 Daily Sales and Stock Sheets, (Form wie) 

and 1 Comparison Form #105 : 2.50 
2 Inventory Pads (100 sheets) #106 0.50 


2 Buying Order Pads (50 sheets) #107 0.50 
(or 4 of each, as preferred) — 
$6.00 


(Sample sheets with guide for use sent on request) 








Sales Record Slips: Form D 
Per Pad (100 Slips)... 

Refund Record Slips: Form E 
Per Pad (50 Slips) . 

Customer Record Cards: Form F 
100 (Size 5” x 3”) 


$0.25 
$0.15 
$1.50 





Ceiling price carton tickets, Form CG 
14" 23%" (gummed top) 1 gross... .. 

(3M. $6.75; 5M. $11.25), 1000 inher 

Shoe Carton Tickets and Clips: Form H 
1%” x3%”", 1000 


$0.50 
$2.50 


. $2.25 


vases PEL ERIE SORE BS on wx. apm 


Gh ea ened Gan 


PROFIT CHARTS — 2ic. each; an accurate method of 
figuring selling prices. 


(Prices listed are F.O.B. Chicago) 


Check with order, please, unless C.0.D. Shipment is 
preferred. Add 10% of value to cover shipment if check 
accompanies order. 


Orders filled for any forms preferred. 
x «kr 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 
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ALL LEATHER | 

Genuine 

GUADALAJARA | 
HUARACHES 





Misses" $1.70 


@ Natural leather woven uppers 
@ Leather insoles and outersoles 
@ Leather heels—leather pull strap 
@ Five strands around the heel 
Women's #4953 sizes 4 to 9 
Misses’ #2868 sizes 10 to 2 


IMMEDIATE DELIVERY 


THE 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 
Honest Made since 1899 











MEXICALI SANDALS 


from South-of-the-border 





Style FG. Cowhide huarache for 
women; full grained sole and in- 
sole. $21.00 doz. Packed 3 doz. to 
case, sized 3 to 8. 


The Mexico Co. 

Dept. BSR Calexico, California 
(Send for folder showing 
sandals and alpargatas) 











Easter Sales Phenomenal All Over Nation 


[CONTINUED FROM PAGE 99] 


sold this Spring. 

About April 1 suedes started to slip 
with the swing toward patents and 
smooth leathers. An unlooked-for inter- 
est in white dress and casual models 
was noted in most stores. 


* * * 


Cleveland Reports Biggest 
Easter in History 


CLEVELAND, OHIO — The greatest 
Easter activity in history is reported 
by Cleveland shoe stores and depart- 
ments. Actual volume for the week im- 
mediately preceding Easter this year 
was from 10 to 20 per cent ahead of 
the week preceding an earlier Easter 
last year. But this scarcely tells the 
whole story. Because the 1945 Easter 
was in March, closely following Win- 
ter, the play was comparatively short. 
This year, on the contrary, many weeks 
of good Spring weather kept custom- 
ers flowing in and out of stores for a 
long period. Accordingly, the Spring 
shopping this year was far and away 
ahead of last year. 

A good comparison is drawn from 
one of the larger merchants who said 
that March of this year was about the 
same as March of 1945 despite the fact 
that Easter was included in that period 
of 1945. Now April, of course, will be 
way ahead of April, 1945. 

People were seriously in the market 
for good shoes, and-price was not much 
object. However, the fact that Cleve- 
land stocks were lower than at any time 
since the war started (in history as a 
matter of fact), necessitated consider- 
able shopping around. For the most 
part they wanted good shoes and they 
were willing to explore. This stimu- 
lated terrific activity everywhere. 

The biggest women’s demand was for 
black patent, followed by red, blue and 
brown calf, with black calf well in the 
background. Reptiles were likewise in 
heavy demand in brown, red, green, 
and black. 

Sling pumps continued in the num- 
ber one position, with open toes still 
popular despite an anticipation that 
they might slowly close up. Dressy 
pumps of the d’Orsay type were in 
great demand. As far as trims were 
concerned, both bows and nailhead 
decorations were strong. Unusual nail- 
head designs were requested. 

For younger children black patents 
were well: in front, and for teen-agers 
campus styles were active, including 
black suede with open back. Loafers 
were also good. The children’s busi- 
ness surpassed all records. 


_ * * 
Patent Leads in Philadelphia 


PHILADELPHIA, PA.—Shoe stores and 
shoe departments in Philadelphia re- 
port a landslide Easter business. Buy- 


ers cannot remember any previous 
period when their shoe stocks were so 
low. Shoe stores were continually 
jammed with anxious customers. Early 
in March several better department 
stores .and specialty shops created 
dazzling window displays showing noth- 
ing but the latest in shoes, and this 
Easter period with its variety of styles 
appeared on the surface a welcome 
change for the mass of shoe-hungry 
purchasers. Unfortunately, few stores 
could supply their customers with 
styles and sizes. 

The majority of stores had not a pair 
of black patent leather shoes in stock 
after the Easter rush. In styles, the 
demand was mostly for the sling, open 
toe pumps in both high and medium 
heels. The patent high heeled open 
sandals were also deep in the running. 
The d’Orsay pump ran high in demand. 
Navy purchasers seemed more conser- 
vative in their tastes, preferring, in 
many cases, closed toes and backs, al- 
though any type of navy shoe sold 
readily. Reptiles ranked high, with 
navy and brown in the lead, and black, 
green, and red following. 


* * * 
Dressy Styles Wanted in Chicago 


CuIcaco—As the fast-paced buying 
ef footwear converged into the final 
week before Easter, it became apparent 
that the great majority of women cus- 
tomers were interested in dressy shoes. 
Very high heels, usually in sling-back 
styles and preferably on platform soles, 
were the big demand everywhere. 
Navy calf, black patent, red reptiles 
were the leaders in that order. Al- 
though to date practically no red foot- 
wear has been seen on the streets, 
every shop reports that red shoes, es- 
pecially reptiles, “walked right out.” 
Open toes and heels sold in great pre- 
ponderance, but many shoe men say 
this is because the greater part of their 
stocks is made up of shoes with these 
features. In some of the higher priced 
salons, retailers report that the closed 
shoe is being asked for, and some 
houses have the strong belief that by 
Fall there will be a marked interest in 
the shoe which covers the foot com- 
pletely. 

Obviously not being bought specifical- 
ly for Easter, but already chalking up 
many sales in white footwear, more 
particularly two-toned spectators. Few 
white bucks are available, and custom- 
ers are contenting themselves with 
wheat linens trimmed with brown 
leathers. 

The demand for navy calf is to be 
noted in one shop where a shipment of 
several hundred pairs in one style was 
sold out in four days’ business—and 
this without any advertising or display 
feature. Reptiles are shown _every- 
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BOWS 








GENUINE LEATHER BOWS 











PRINCETON NOVELTY co. 
36 West Broedway 


New York 13, N. Y. 
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SANDALS 
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COWHIDE SANDALS 


Cowhide Leather 
Leather Soles 
Immediate 


Delivery 
- 







Children's Sizes 5-1! 
Misses’ Sizes ~~ 

Ladies’ Sizes 4- is 
RED, BEIGE Ove Size Range to case. 


wrONJOR SHOE COMPANY 
287 Broadway 


New York 7, N. Y. 


$136 
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PLAID SHOE LACES 








PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 





QUALITY SHOE STORE SUPPLIES fer 44 years 











CHILD'S SLIPPERS 








BUY AMERICAN 
CHILDRENS ALL LEATHER SLIPPERS 
Leather Uppers—Fiexible Hard Leather Soles 
Plaid Linings—At Once Delivery 
Full Sises 6 to 3 Style 465 
Brown or Blue—Net 10 Days 
$1.45 per pair 
&MERICAN SHOE CO. 

















where in black, brown, red, and green, 
but no store has any size range left. 
Hence the selling is spotty. Nailhead 
studdings on platform soled shoes of 
calf have taken a meteoric rise in 
popularity recently. These are open- 
toed slings with very high heels, the 
platform sole closely dotted with large 
gilt nailheads. 


* * * 


Record Buying in Nashviile 


NASHVILLE, TENN.—Nashville’s rec- 
ord Easter buying splurge zoomed 
sales approximately 50 per cent over 
the 1945 season, and increased store 
business 30 to 60 per cent over March 
volume despite the depleted stock situa- 
tion. Demand was great in al! price 
ranges, the largest market being at- 
tracted to the $7.50 to $11.95 lines. 

Men’s stocks were rather low, with 
demand centering on the broad toe, 
wide last design. Suedes were popular, 
but men assumed a “buy-anything” at- 
titude if the desired color and style 
were not available. Sales of children’s 
shoes were brisk, with emphasis on pat- 
ent leather and sport models. Women 
favored patent leathers, with red the 
dominant color. Bright reptiles, plat- 
forms and spectators were good. De- 
mand exceeded supply in several models 
in white and two-tone combinations. 
The sling-back led sales, with stepins 
and open ties next in popularity. 

Harvey’s reported sales volume up 
30 per cent, with stocks short. The de- 
mand for red patent was greatest, with 
platforms and reptiles very popular. 
Bell’s Booteries set a store sales record, 
as business increased 60 per cent. 
Bright patents, spectators, platforms 
sold at a fast clip. High styles, plat- 
forms were in great demand as Chand- 
ler’s increased sales 30 per cent. Stocks 
at this store were adequate to meet de- 
mand. 

Platforms were popular with the col- 
lege set at Armstrong’s, and a 30 per 
cent increase on a 50 per cent smaller 


stock was recorded. 
” * ~ 
Play Shoes Pinch Hit in Texas 
AUSTIN, TEXAS — More play shoes 


than ever before carried the central 
Texan female population through the 
Easter Parade this year—and not by 
milady’s choice. Women shoppers visit- 
ing Austin shoe stores in search ‘of 
Easter shoes almost unanimously 
sought the dressy black patent shoe 
which is gaining favor over all others 
in this section; almost unanimously 
they left the stores carrying any kind 
of shoe they could find in their sizes. 

The uncompromising ratio of 25 per 
cent more demand on stocks which 
were 25 per cent below normal caused 
the unprecedented situation. 

A survey of the first peaceful and 
unrationed Easter buying period in 
four years found central Texas shoe 
stocks depleted. Despite black patent, 
the perennial favorite, the brown and 
white spectator, was aiso in demand 
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WOMEN'S CASUALS 

















mmediate Delivery 
Terms: Net 10 days F.O.B. N. Y. 
Min. Orders 18 prs. of color 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 
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and also scarce. Bright cloth play 
shoes with composition soles, which 
augmented wartime shoe budgets, 
again came through in another crisis 
and added colorful footnotes to Easter 
wardrobes. 


Changes Firm Name 


New York—Leo Zohlman, president 
of Lion Sandals, Inc., has announced 
that effective April 15, 1946, the name 
Lion Luggage Company was changed 
to Lion Sandals, Inc. The change does 
not affect the policy or management of 
the company. 





Veterans Form Shoe 
Factory Partnership 


BROOKLYN, N. Y.—A_ friendship of 
18 years has resulted in the founding 
of a new shoe concern, Beleganti, Inc., 
which specializes in high-grade, high- 
styled, cement process footwear. 

Partners in the organization are 
Earle Teschon and Sidney Sandler. Mr. 
Teschon was assistant shoe buyer to the 
former Emanuel] Gerton at Saks 5th 
Avenue for 10 years, and buyer at The 
Tailored Woman for five years. He 
was discharged from the army last 
October after 2% years service in 
Persia and the Middle East Theater. 

Mr. Sandler was formerly with the 
shoe department at Saks 5th Avenue, 
and was assistant buyer at The Tail- 
cred Woman. He saw 3% years of 
military service with the Armored 
Forces. 

The firm is giving spot training to 
two disabled veterans and expects to 
take on others as production increases. 

James Marino, formerly of Palter de 
Liso, is in charge of production. 
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WOMEN'S SHOES 
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Blue and White; Brown and White; 
All White. Brown non-mark- 
ing rubber soles. 






In Stock 
$].20 


Net 10 days 
F.0.B. "N. Y. 
No. 1400 


Sizes: 5 to 9. 36 pr. of color to case 
Cat tr os ot Oe Ree ot Cte 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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SHOE CLEANER 














SENSATIONAL 


White Dry Shoe Cleaner 





Cost, $1.75 Dz. — $18.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2900 $. Michigan Ave., Chicago, Ill. 
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PRICE TICKETS 











Great Little Time Savers 


PRICE TICKETS: Size 142" wide, 2%” 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs. . . 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
a doz., 6 doz. $1.50, 12 doz. $2.50. 


MERCHANTS SERVICE DEPT. 
#209 S$. State St., Chicago, ill. 
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Welcomes Veterans at Sales Meeting 





St. Louis, Mo.—Harry G. Johansen, president of Johansen Brothers Shoe Com- 
pany, opens the firm's Fall sales meeting by welcoming members of the organiza- 
tion back from service with the armed forces. Left to right: Wayne Behney, sales- 
man; Dovid Cutler, salesman; Mr. Johansen; Glen Brockman, salesman; and-Harry 
B. Johansen, director of manufacturing and industrial relations. 





Joins Kandel Shoe Company 


NEw York — Lieutenant Murray 
Kandel CMP, son of Jack Kandel, re- 
cently discharged from the Army Air 





MURRAY KANDEL 


Forces after 52 months of active duty 
as an enlisted man and an officer, will 
head the sales department of Kandel 
Shoe Company. 

Lieutenant Kandel served 14 months 
overseas as a detachment commander 
of military police and as a provost 
marshal with the Air Transport Com- 
mand in Brazil. 





New Plant to Start Operations 


DAYTONA BEACH, FLA.—The Flamin- 
go Shoe Company will start operations 
as soon as the temporary site located 
on Bethune Point can be made ready. 
The announcement comes from Thomas 
F. O’Bryne, president. The building 
now being remodeled was formerly a 
part of the old WAC barracks. Within 
two months it is anticipated the plant 
will be in operation and giving employ- 
ment to sixty or more people. 


Other officers are Frank Musson, 
vice-president and general sales man- 
ager; and G. W. Schlereth, secretary- 
treasurer. 


New Partner in Shoe Firm 


New YorK.—Abrams & Broitman 
Shoe Co. is now known as the Abrams 
& Javeline Shoe Co., with offices and 
sales room at 74 Reade Street, here. 
Mr. Broitman has left the organiza- 
tion, and Albert Javeline has been 
made a partner. Ben Abrams is the 
other principal in the firm which jobs 
and exports shoes. 





Heads New York Office 


New YorK.—Miss Erna Margaret 
Kramer is in charge of the office of 
Silver Slipper Mfg. Co. in the Mar- 
bridge Building, here. The firm, which 
has been in operation for 33 years, 
had its line on display in the office 
during the recent New York showing. 





Demand Creates New Factory 


THIENSVILLE, Wis. — A. P. Gilbert, 
founder and head of the Gilbert Shoe 
Company, is building a two-story addi- 
tion to the firm’s present factory. The 
move is in response to the pressure of 
customers for more shoes. The addi- 
tion should be completed by the first of 
June, and will provide an additional six 
hundred pairs of children’s shoes daily. 





Advertising Wins Attention 


WEBSTER, Mass.—The Bates Shoe 
Company has been winning attent‘on 
with its advertising promotion of Bates 
Originals, men’s shoes. The ads are 
nationally advertised. A series of radio 
transcriptions have been used on 200 
local stations from coast to coast. 


Boot and Shoe Recorder 
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MEN'S SLIPPERS 








MEN'S LEATHERETTE EVERETTS 


Leather Soles 
Rubber Heels 


$4.15 


Net 10 days 
F.0.8. N.Y. 
alt S720, No. 941 


Men's Brown, Sizes 6-8; 6-11 
Boys’ Brown, Sizes 2-5 
Women’s Black, re 4-9 

Look for us at the Atlanta and Columbus Shows 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 


MOCCASINS 
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*Tquaurr MOCCASINS 


MEN'S BOYS' WOMEN'S 
Sizes: 6-11 1-6 4-9 | 
BROWN STROLLER 


GRAIN SPLIT 
Women’s alse in Red 


2.00 F.0.8. Phite. 


In Stock for Quick Delivery 
@ MINIMUM 18 & 36 PRS. TOCASE e 
RE-INFORCED PLUG 4 EYELET 
ORTHOPEDIC SOLE 


KRISCHER-KLINE SHOES 











34 NO. 4TH ST. PHILA. 6, PA. 








Sons Return from Service 


St. Louis, Mo.—E. H. Klick, presi- 
dent of the Tobin-Hamilton Company, 
Inc., has made known the return of 
his sons, Robert F. and Walter H., to 
the firm after more than three years 
in the armed forces. 

Robert, a former lieutenant in the 
Navy who saw service in the South 
Pacific theater, has resumed his duties 
as sales manager. Walter, who was a 
first lieutenant in the Quartermaster 
Corps, is office and credit manager. 





Returns to Avon Sole 


Avon, Mass.—Ray Drake, president 
of the Avon Sole Co., has returned 
from Washington where he was a con- 
sultant to the Rubber Director. 

He has been devoting his time to the 
development of a new golf shoe sole 
which is said to be waterproof and to 
contain new sole material with securely 
embedded sockets for removable, re- 
placeable spikes. 
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Answers to Boot and Shoe L.Q. 


1. Arctic 

2. Crakow 
3. Brogue 
4. Oxford 
5. Ballet 

6. Loafer 
7. Patten 
8. Male 

8. Chopin 

10. Moccasin 
- Spot e 


12. Buskin 





Weiner to Open Own Firm 


New York — David Weiner, for 10 
years associated with Arnoff Shoe Co., 
wholesalers, here, has left that or- 
ganization to open his own firm. For 
a number of years he was vice-presi- 
dent of the company. 

Mr. Weiner’s company will be known 
as Marathon Sporting Shoe Co., Inc., 
with offices and sales room at 116 
Duane Street. He will be president of 
the new organization. A complete line 
of athletic footwear will be featured, 
including also riding boots, work shoes, 
waterproof footwear, sandals and 
casual footwear. 





Named Sales Representative 


Los ANGELES, CAL.— Joe Blonstein, 
who has offices in the Haas Building, 
has been appointed West Coast sales 
representative for the Berncell Hand- 
bag Co. of New York. 





Albany Receives First 
Shoes Via Air 





ALBANY, N. Y.—The first shipment of 
shoes to reach this city by air. Headed 
for David's store, the shipment was part 
of the 24,000 pounds of shoes flown from 
coast to coast by Sandler of Boston. Pic- 
tured at the arrival here are, left to 
right, Evarist Tremblay, TWA passenger 
agent, handing a box of shoes to William 
Kronick, David's shoe department mana- 
ger; Powers Model, Nancy Lee; Oscar 
Brenner, manager of David's; and Herb 
Sweortzbart, representing Sandier. On 
the steps are Ralph Taggart, passenger 
agent, and Stewardess lona Kingdon. 
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MEN'S SLIPPERS 














MEN'S ROMEO 


All Leather Upper. Full Leather Lined. 
Lockstitch 







Con- 
struction. Leather 
pores. 
$3.25 
Net 10 days No. 400 
F.O.B. N. Y. 
Sizes 6-11 
24 pr. min. 


Selburn Shoe-Co., Inc. 


153 Duane Street, New York 13, N. Y, 
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SHOE STORE SUPPLIES 
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Give us a trial by placing your order 


with our company. Prompt Delivery. 
ations, — CAVALIER LIQUIDS and 
CREA UIRE, NUGGET, WHITTEMORE 
ES. ERCE MILLER, ANDERSON SHOE 





a Paterson Company 
374-376 Main St. Paterson 1, N. J. 
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WOMEN'S CASUALS 
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“OUTDOR-EES" 
Flexible California Process 
SMOOTH ELK LEATHER 











T-STRAP SANDAL 
Leather Sole 


COLORS: All over White, Red, Beige— 
with Brown Wedge — with 
Brown—White with Red 
SIZES: 4 to 9 (half. sizes) M width 
Packed 34 pr. to case assorted sizes. 
Minimum po any 18 pr. per color. 
Immediate Delivery 


Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 
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SALESMEN WANTED 








EXCELLENT OPPORTUNITY 


FOR TWO MORE GOOD 
ENERGETIC SALESMEN 







To travel choice territories for Na- 
tionally-known Manufacturer com- 
plete line High Quality Foot Ap- 
pliances. 

Permanent, full-time work with a 
Line that is finest in its field, backed 
by an organization that is well- 
known and_liked by the trade, and 
has proven its dependability. 

Prefer men 30 to 45, experienced in 
fitting shoes and appliances. Car 
necessary. 

Income possibilities unlimited if you 
are honest, sincere, and not afraid to 
work. 

Write in strict confidence, stating 
age, experience, etc., to: 



















L. O. BURKE, Sales Manager 
Scott Foot Appliance Co. 
Gateway Bidg. Omaha, Nebr. 










Permanent Side Line for reliable men. CHAMPION 
CLOGS te Dealers over the nation. Post 
—Ship’s Service—Seamen Stores, Sporti Goods 
Beach Stores, YMCA—YWCA—University Stu- 
dent Stores. Coastal areas especially a CHAM- 
PION CLOGS best on market—PRICE RIGHT— 
GOOD COMMISSION—REPEAT PROTECTION— 
SQUARE DEAL. VOLUME PRODUCTION. ACT 
FAST. Buselmeier Products, 1305 West Webster, 
ouston 3, Texas. 


(See Ad Page No. 100) 











SALESMEN WANTED BY WELL ESTAB- 

LISHED WHOLESALE FIRM handling 
complete line of rubber footwear, work shoe 
welts and children’s stitchdowns, for New Eng- 
land and New York State. Give references, 
experience and territory that can be covered. 
Straight commission. May be carried as a 
side line to ‘start with. Address #42, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMEN WANTED to sell $5.00 and $6.00 

Retailers in Ladies’ Novelty Footwear to bet- 
ter grade stores. Must handle our Line ex- 
clusively. Will guarantee income with good 
future. Territories open: New York State, Ohio, 
Pennsylvania, Michigan, Washington, Minne- 
sota, Montana, Missouri, Kansas, Illinois, North 
Carolina, and South Carolina. State experience. 
Confidential reply. Address #46, care Boot & 
a oo - amen 100 East 42nd Street, New York 











SALESMEN WANTED 








WE ARE NOW IN AN 
EXPANSION PROGRAM 


Present Lines include a complete 
range of Felts, Shearlings and Pla 

Shoes for Men, Women and Chit 
dren; also Infants’, Misses’ and 
Children's Leather Shoes. 


Can be handled as a side line. 
Commission basis only. All terri- 
tories open except New York City, 
New Jersey, Connecticut and Chi- 
cago area. 


POWELL & CAMPBELL, Inc. 


(Established 1879) 
122 Duane St. New York City 7 











ROAD MEN WANTED FOR JOBBER’S 

LINE of Men’s, Women’s, and Children’s 
jae ge right prices de 
liveries. Address #26, care Boot & Shoe 
7 % 100 East 42nd Street, New York 





SIDE LINE SALESMAN WTD. 





LINE WANTED 








WANTED 
FOR FALL SELLING 


High Grade Line of Women's Style 
Shoes to retail from $12.95 to $16.95. 
Present lines carried: Saddle Masters, 
Gold Cross, Paradise, DeLiso Debs, Hill 
and Dale, Walkover, Rice O'Neill, Dick- 
erson. Department Store, central Penn- 
sylvania, doing a large yearly volume of 
business. 


Address 30, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, H. Y. 








SALESMAN 
Four years’ experience—wants Manu- 
facturer's Line of Play Shoes and 
Slippers. Travel New York State, Con- 
necticut, Massachusetts. Address re- 
plies to... 
WERNER TISCHLER 

665 West 160th Street, New York 32, N. Y. 











A MENTION MANUFACTURERS! New 
Wholesaler and Jobber, unlimited financial 
resources, wants Lines of Footwear. Address 
#37, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


FE, XPERIENCED SHOE SALESMAN desires 
reliable Line of Men’s, Boys’ and Chil- 
dren’s Shoes for New York State and surround- 
ing territories. Manufacturer preferred. Ad- 
dress #44, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 











SIDELINE SALESMAN WANTED 


10% Commission on Job Lots, 
priced below the Market, All mer- 
chandise new and perfect. Case 
lot sales only. Accounts must be 
high rated. Apply by letter only. 


BARIS SHOE COMPANY 
79 Reade Street, New York 7, N. Y. 











Mfg. of C.P.X. Shoe Shampoo has 
TERRITORIES OPEN 
for salesmen calling on Jobber, 
Department Store and Retail Trade 
NON-COMPETITIVE PRODUCT 
readily accepted — not a polish. 
Liberal commissions. State territories. 
ACT NOW + « « 
Address 47, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 









ANUFACTURERS ONLY: Aggressive, 

capable married man, with shoe buyer and 
road salesman’s experience, wishes reliable vol- 
ume line of Medium priced Women’s, Men’s, 
and Children’s shoes. Excellent references. 
Available for Minnesota and adjoining States. 
Address Box #45, care Boot and Shoe Re- 
corder. 209 So. State Street, Chicago 4, Til. 


FOR SALE 














FOR SALE 


Approximately 7,000 pairs 
Women’s Lasts for California 
slip-last construction,  -to- 
gether with dies for insoles, 
platforms, outsoles and vari- 
ous styles of uppers. 


Address 32, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











for each insert‘on. 





CLASSIFIED ADVERTISING RATES 


The rate for undispiayed classified acvertising is 10 cents @ word uncer any of our classified headings. Minimum rate is $1.80 
When a box number is desired, addressed to any of our offices, 1 
at the word rate. If acvertiser’s own name and adcress is used, count each word (street number is one word) at word rate. 
Class:fied advertising is payapie in acvance. Send check or money oraer with your copy. No accounts are opened for classified 
advertising except for reguiar advertisers on contract. 
The rate for all dispiayea or boxed in ciassified aavertisements is $7.00 an Inch with a maximum of 46 woras per inch. 


| Advertisements tor this page must be in our New York Office 10 days preceding publication date. 


2 words must be added for this and charged 
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FOR SALE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








—_ 


G. |. Navy Raincoats, $3.85 each; Battle 
Jackets, $9.00 each; Gob Hats, Pea Jack- 
ets; Steamer Trunks; Cots; Surplus Work 
Clothing; Shoes. 
S. J. SMALL CO. 
1209 Broadway, New York, N. Y. 














1215 Washington Avenve—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cosh—any 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE Co. 





Foz SALE: LEASED SHOE DEPART- 
MENT in Women’s Ready-to-Wear Store 
located in Central Michigan. Store doing about 
% Million aynually. Shoe Department owned 
by individual who wants to get out of the shoe 
business. Address #39, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





For SALE: 600 Pairs Men’s Oxfords—300 
white, 300 two-tones and dark suedes. Well 
known brands. Address #38, care Boot & Shoe 
—, 100 East 42nd Street, New York 
7, B F- 





SELLING ON ACCOUNT OF _ ILL 
HEALTH. Modern Shoe Store and Repair 
Shop, in Muncie, Indiana; population 50,000; 
Close to State University, About 3,000 pair 
of New shoes; machinery in best condition. 
Write: RALPH MILLER, 1910 East 8th 
Street, Tucson, Ariz. 





POSITIONS WANTED 








SALES EXECUTIVE 
AVAILABLE 


Available for a position as Sales Executive 
in Boston or vicinity is an overseas vet- 
eran of World Wars | and II, in the lat- 
ter of which he held the rank of Lt. Col- 
onel. His wide general business experi- 
ence and his specific knowledge of the 
shoe and leather industries with which he 
had been intimately associated for many 
years before joining the Army, make him 
an ideal man to head the sales organiza- 
tion of some progressive company in the 
allied field. If a personal interview is 
desired, address: 


Bex #31, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











WANTED by young man, position with pros- 

pects of future interest in privately owned 
shoe store; has college degree and six years 
shoe sales experience. Address #43, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





B UYER— MANAGER— MERCHANDISER; 

Young man, married, with thirteen years’ 
experience in buying, selling and merchandising 
of Men’s, Boys’, ies’ footwear of work and 
dress type, and Men’s Wear experience, would 
like to connect with established firm or whole-+ 
sale outfit. Can furnish excellent references. 
Address #41, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





TOP-NOTCH | SHOE EXECUTIVE ae 
ABLE Family Chain Executive wishes 

make change for excellent reason. Thoroughly 
experienced in all phases retail operations, in- 


hoe Recorder, 10 * hak 
Street, Boston 10, oa 
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GET TOP VALUE 
In Selling Your 
¢ SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phone — LOMbard 2062. 











BARIS BUYS 


Grater Chees tor Seen. 
and 


ror CAGH. 


SARIS SHOE CO., Inc. 
WOrth 2-6160-! 
79-8) Reade St., New York 7, M. Y. 











SURPLUS SHOES 


SELL US YOUR J; J we QUICK ACTION 
© JOOWEAP IF wire on ‘PHONE 


OVER A QUARTER CENTURY 


MOSINGER BROS. 11235 wasuineton avenve ST. LOUIS, MO. 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


of Quality Shoes for Men, Women and 
Children 
FOR CASH 


BROITMAN-GAFFIN SHOES, 
147 Duane Street, New York 7, N. 
Telephone: Worth 2-4548 


6. 











B. SABIN 
98 DUANE ST. NEW YORK 7, WN. Y. 
WOrth 2-2515 








SHOE STORE IN GREATER NEW YORK, 
Shop or Family Shoe; Prin- 
cipal. Address $973, 


care Boot Shoe 
. 100 East 42nd Street, New York 17, 





SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1996 
COrtiandt 7-4878-8 














POSITION WANTED 








CHAIN STORE OPERATORS OR 
MANUFACTURERS WITH 
CONTROLLED OUTLETS 

If you are looking for an executive with a 
broad and diversified background of re- 
tail experience as well as manufacturing 
experience, one whose record will reveal 
progress, aggressiveness and success, write 
us. This man is author of retail systems 
on store operations, books and pam- 
phlets on retail selling which are being 
used as toxt material by many of the 

Is and colleges. He is fa- 
milior | bs shoe manufacturing and 
streamlined methods of distribution. 
When selling again becomes a vital 
function of manufacturers seeking repre- 
sentative and volume outlets for their 
products, he will be indispensable. His 
many years of Chain Store organization 
work qualify him as a man who can as- 
sume maximum responsibility in this field. 
Best of references. 


Address 33, care BOOT & SHOE papegecs 
100 East 42nd Street, New York, N. 

















Want: TO BUY SHOE STORE OR GEN- 

L STORE in town of 5,000 and up in 
the Enilowing states: North Carolina, South 
Carolina, and Georgia. + ane confidential. 
Address #28, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. ¥. 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 71-7887 











WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 








DANIEL GREEN “OUTDORABLES” 1 
pair or 1000. Will pay full invoice price. 
Any and all styles. Ship express. Remittance 
airmailed same day shipment arrives. Gillespie 
Shoe Company, Fergus Falls, Minnesota. 





BoOoTHCO TRIMMER WANTED, Model 
B or F, in good condition; write details or 
wire. Address #36, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 

















HELP WANTED 





MERCHANTS' NEEDS 


MERCHANTS’ NEEDS 


















| Aig ey oe 4 SALESMAN 
Store, one with 
window t trimming ——_ 


6h, 39-31 N. Main 


EN 
th knowledge. of 


a i for 
ly: I. GOLDBERG & 
treet, Port Chester, New 











UNG MAN, 






Chicago 4, TM. 









with some knowledge of shoe trade, to assist 
Chicago Wholesaler in sales. Real chance to 
grow with business. Address: Box #35, care 
Boot and Shoe Recorder, 209 So. State Street, 


VETERAN re ane 








BUSINESS OPPORTUNITY 











Slippers? 


HAYE YOU CONNECTIONS to obtain 
Leather for manufacture of Men’s Leather 
Interesting proposition. 
#25, care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


Address 
















Child's 





HUARACHES 


Guadalajara Women's 
3/8 whole sizes, $1.65 


10/2 whole sizes, 1.35 
Oaxaca (steerhide) 
3/8% sizes 
36 pairs to case 
PROMPT DELIVERY 


RIO GRANDE 
IMPORTING COMPANY 
Brownsville, Texas 


2.25 


















WANT TO LEASE 











Street, St. Louis, 


ASSaaavs SHOE CHAIN WANTS TO 
LEASE Ladies’ Shoe 


within 500 miles of St. Louis. 
#40 care Boot and Shoe Recorder, 1221 Locust 


its in stores 
ye ht Box 


Mo. 









MERCHANTS NEEDS 




















Hover. 
Va Dozen ...... $2.00 
1 Dozen ...... $3.50 








M. D. POLLINGER CO. 


To dis 
and a 
Shoes. 


re- 
mains in upright 

position. Made ot 
veel with Alumi- 
num or Brown 


finish. 


NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


Junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers — for this list 
and full details write te ..... 


THE BRANNOCK DEVICE CO. 


SYRACUSE 2, NEW YORK 








Addition to Sales Staff 


Inc., on Duane Street here, are con- 
tinuing their expansion program after 
completing modern alterations on their 
building. 

The firm has announced that E. J. 
Connelly has been named a sales rep- 
resentative. Mr. Connelly was connected 
with the Sears-Roebuck shoe depart- 
ments for six years, and spent the past 
eleven years with Mandel Brothers, 
Chicago. He will cover the Chicago area 
and maintain an office in the Security 
building there. 

Powell and Campbell, Inc., has been 
established since 1879. 





Promoted by Selby 


Los ANGELES, CaL.—W. O. Me- 
Cracken is now line manager for the 
Physical Culture Division of the Selby 
Shoe Co., working with M. H. Stevens. 
“Mac” made his home in this city for 
the many years he served as buyer and 
manager of the Wetherby-Kayser Shoe 
Stores and while he was West Coast 
sales representative for Tweedy Foot- 








ST. LOUIS, MO. 
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wear Corp. 








NEw YorK—Powell and Campbell, 









Ve Visine 


' CUppisngs 


—here's how to get 
More Business! 


HE Vincent Edwards idea Clipping 

Service has over 2,000 satis users. 

ae order filled according to what 

esalers usually request 

& we retail ads; manufacturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way fo keep in touch with what's 
going on. 

below to learn more about 
this ype service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your 
paper ad open areas and Lo ne 1 
short term tri 


foe TY 
j 

















New Line of Infants’ Shoes 


Los ANGELES, CAL.—Machael H. Del 
Monica, who has been in the leather 
business in this city for the past fifteen 
years, is now making infants’ scuffies. 





Open Casual Shoe Plant 

Los ANGELES, CAL.—A women’s cas- 
ual shoe factory has been opened here 
by Harry Chait and Ben Schwartz. Mr. 
Chait was sample maker at Fern Shoe 
Co. for twelve years. 


Making Children’s Shoes 


Los ANGELES, CAL.—Children’s shoes 
are now being manufactured by Hen- 
son & Strode, here. 


To Open Branch Factory 


CARROLLTON, Mo.—The Chamber ef 
Commerce here has announced that the 
International Shoe Company of St. 
Louis, Mo., will establish a branch fac- 
tory in Carrollton. The factory will be 
situated in a building owned by the 
Kansas City Power & Light Company, 
and formerly used by that company as 
a district office. 











Elect New Directors 


Lima, 0.—Newly-elected directors of 
the Gro-Cord Rubber Co., Lima, O., are 
Rodney P. Lien, vice-president of the 
Cleveland Trust Co., Cleveland, and 
Samuel K. Markman, senior partner of 
the Chicago legal firm of Markman, 





Donovan & Sullivan. 
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‘I see you carry 
KIWI!" 


“You bet we do, Sergeant! 
It's been our best-selling 
polish for years.” 











“I certainly am glad to find 
it here in the States. I got 
the KIWI habit overseas, 
where everyone used it 
from the Brigadier down.” 


“We're mighty glad to 
have it again. There’s 
nothing like KIWI's rich 
oils and waxes to keep 
good leather soft, supple and shining.” 


“Well, I'll be back in civvies in a few more days but 
I'll still be counting on KIWI to help me pass inspec- 
tion while I hunt for a job.” 


“Good luck to you, sir. How about a tin right now?” 
“Sold! Dark Tan, please.” 


KIWI DARK TAN 


LIGHT TAN - MAHOGANY - OX BLOOD 
The ORIGINAL English STAIN shoe polishes 


Also KIWI BLACK » Brown - Tan « Transparent (Neutral) 
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Etonic Wallton 
Last 


Right and Soft Glonic Shanks Etonics displayed in the windows and ad- 


of rugged double-rib, highly tempered _ vertising of outstanding stores and depart- 
Spring Steel . . . are but 1 of the 7 Etonic — ments, coast to coast. These fine stores invest 
Coordinated better shoemaking features their promotional dollars behind Etonic 
which support and preserve all Etonic Arch Arch Shoes because Etonics pay lasting 
styles. The popular Etonic Ventilated Ox- dividends in enthusiastically satisfied cus- 
ford illustrated above will join the Etonic _ tomers. 

Wing Tip and Moccasin Toe Brogues, the 

Etonic Tofler, and the other skilfully styled 





MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON ° FINE BOOTMAKERS SINCE 1876 
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